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— exclusive fan makers 
> His 4086 — is agen bs oe 
52-In Hotel Type duction of all of its regular pre-war 

types of fans and ventilators. Estab- . 
HUNTER distributors throughout the United States have been alloc 
ble supply for normal dealer requirements. HUNTER ZEPHAIR Attic Fans are 
1 delivered on consistent shipping schedules to all Southern territories for fall 
and winter installation. Discriminating dealers may now avoid buying inferior qual- 
a substitutes and return to the best fans ever made by HUNTER. 


HUNTER FAN & VENTILATING COMPANY, INC. 


ea A Factory: FULTON, N. Y. 
Sales Offices: Memphis, 400 So. Front St. Hastern Sales Office: New York, 92 Warren St. Western Sales Office: St. Louis, 1706 Olive St. 
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NEW EFFICIENCY RATINGS OF 20-W, 40-W 
FLUORESCENT LAMPS ANNOUNCED BY SYLVANIA | 








The above curves show new 



































Through extensive research and fur- and old lumen ratings (at 

ther improvement in manufacturing 100 hours) and the lumen 

methods, Sylvania Electric has made maintenance throughout 

available more light from their pop- life when lamp is operated 

ular 20-watt and 40-watt fluorescent on 12 hour cycle. } 

lamps. ; 
For contractors this means giv- | Prior to May 21st of this year the ; 

ing further impetus toward the in- 40-watt White fluorescent lamp was 

stallation of fluorescent lighting to | rated at 52.5 lumens per watt. New 

a greater extent than ever before. rating represents an increase of 
These increases have been accom- | 11.5% over the lumen rating which 

plished by Sylvania without any was effective until May 21st. While 

change in some physical or techni- the lumen maintenance rating of 

cal characteristic of the lamps. And | the 20-watt Daylight lamp. on a 

they entail no additional cost to 12 hour operating cycle at 70% 

purchasers! life. has been increased 15.4%. 





SYLVANIAW ELECTRIC 


MAKERS OF FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC LIGHT BULBS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 
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Accordi a recent poll, tape salesmen rated trade advertising high on the 
list of effé p selling helps. 


PANTF and DRAGON Friction and Rubber Tape advertising 
is reaching important tape buyers 
thré national and: sectional trade publications 







Ca SS A ee Mee 1, Te 






Also strongly back 
tional material ava 
to their customers. 
There’s more than tr help to recommend PANTHER and DRAGON 
Friction Tapes. They 4 > firmly and have high adhesive characteristics. 
PANTHER and DRAG¢ Rubber Tapes fuse readily and securely, have 
high elongation and excel slectrical qualities. All tapes pass ASTM and 
Federal Emergency Specificé 
For complete information d 
agent — write today. 


p this trade advertising program is imprinted promo- 
to wholesalers and retailers for distribution by mail 





















pse tapes — or for the address of the nearest 


PANTHER & DRAGON 
friction and rubber TAPES 


Sold Through Recognized Independent Wholesalers 


i) HAZARD «©: 


\ \ )4 
[ INSULATED WIRE WORKS 
4 Division of The Okonite Co. 


Wilkes-Barre, Pennsylvania . Offices in Principal Cities 
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ONE OF A SERIES OF ADVERTISEMENTS ON THE KELVINATOR FRANCHISE NOW APPEARING IN DEALER TRADE PUBLICATIONS 
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hese are the alternatives that every dealer must It is the purpose of Kelvinator’s Retail- Minded 

ognize as he plans and builds his sales Program to build both for now and the future . . . to 
ganization today .. . assist the retailer who wants the security, the respect, 
the faith and good will that come to him who builds 
on firm foundations. This is Kelvinator’s program, 
evidenced not only in its Selective Distribution 
Pattern, its Product and Pricing Policies, its Point-of- 


le can give a man just another selling job. . . or he 
bring to all his men—to himself —the opportunity 
building a real vocation in sales. He can throw 


gether a flash organization or he can create a solid Sale Merchantisies —but ta the help, tos, that 
siness—a substantial, long-range institution that 


will serve his community—and him—through many 
putually profitable years. 


Kelvinator extends to retailers through the most 
advanced and effective training and business 
development program ever to come from the appliance 
industry: Kelvinator’s great Vocation-in-Sales 
Program! 


Initiated in September, 1944, Vocation-in-Sales grew 
out of Kelvinator’s Retail Sales Management Forum, 
in which Kelvinator sales executives, together with 
retail sales executives from department, chain, 
furniture and appliance stores, explored the whole 
field of retail selling. In its final form—as checked, 
supplemented and fortified by the technical research 
of leading vocational authorities— Kelvinator’s V.I.S. 
Program provides retailers with a scientific method 
for attracting, selecting and developing men who are 
qualified to succeed as salesmen, whether or not they 
have had previous experience. 


Illustrated on this page are two of the booklets 
developed as a part of the V.I.S. program’s first two 
phases: attracting and selecting salesmen. Following 
these, Kelvinator will bring to the retailer—as just 
another part of his Kelvinator Franchise—basic 
instruction for his salesmen, both in selling techniques 
and product training, in schools conducted by 
Kelvinator; a planned program for periodic intro- 
duction of new and refreshing selling tactics, brought 
to the store by Kelvinator Zone and Distributor 
District Managers; and a planned series of materials 
and methods for retailer’s use in conducting his 

own sales training meetings. 

This is Kelvinator’s answer to the question: Selling 
jobs . . . or a vocation in sales? 


Covering the two opening phases of 
Kelvinator's great ‘“Vocation-in-Sales” 


Training Program, these two booklets 
will help Kelvinator Retailers to attract WE 00 kikucable Arapttbetde 
and select the right salesmen. 4 t 


tte 
. ‘ 
. *. 


a: 
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| Ea) fo 


N-K MUSICAL SHOWROO 


Aline Nash-Kelvinator’s new b 
—a— musical show, with the Ai 
“EE drews Sisters, Curt Masse 

and Guest Stars—eve 

Wednesday evening at 10:30 P. M., E. S. T.- 


Columbia Broadcasting System. 





DIVISION OF NASH-KELVINATOR CORPORATION 
Kenosha + Milwaukee + DETROIT + Grand Rapids + Lansing 
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2-WAY FM RADIO 


makes utility maintenance more effective 


In fair weather or foul, on any loca- 
tion throughout your circuit mile- 
age, a maintenance truck is never 
alone when equipped with a G-E 
2-way FM radio. It provides each 
crew with the means for reporting 
existing conditions back to the dis- 
patcher, for getting help fast, for 
communicating with other crews 
on the same job, and for getting 
new assignments. Two-way radio 
can bring your maintenance facili- 
ties under finger-tip control. 


A G-E 2-way FM radio system will 
give you reliable, long-range com- 
munication under the most adverse 
conditions, day and night. It will 
enable maintenance crews to serve 
wider areas in less time and at low- 
er cost. It will help improve your 


service. 


In serving your radio-communica- 
tion needs, G. E. offers you the 
same specialized attention that is 
extended to you in your power-dis- 
tribution and maintenance require- 
ments. Call your G-E sales engineer. 
He will have a specialist assist in 
planning the most effective system 
for your installation. 
Electronics Department, 
General Electric Company, 
Schenectady 5, N. Y. 


Write for these booklets: ““G-E FM Com- 
munication System Guide” gives you 
practical facts about the selection of 2- 
way FM radio and will assist you in esti- 
mating total installation costs. ““G-E FM 
Communication Equipment Catalog” de- 
scribes and illustrates the required units 
and accessories. 


Everything for 2-way radio communication 


Government regulations now per- 
mit new installations of 2-way 
FM radio for important require- 
ments of utility companies. Let 
your G-E representative he!> you 
prepare your cpplications. 


163-p6-e0" 


GENERAL @ ELECTRIC 
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That's the way a 27¥2 pound hammer, fall- U. S. Royal Cables—heat, cold, compression, 

ing free, hits in the “impact test” given all stretch—tests that prove the stamina to take 

U. S. Royal Cords and Cables. As many as rough treatment in the field. 

two thousand blows in rapid succession with- Yes sir, these Royal Cables have everything 

out the cable failing! you need for long, trouble-free service... you 
A whole series of such tests is made on can specify them with complete confidence. 


THE NEW U.S. ROYAL Sf Ledledd 


ELECTRICAL CORDS AND CABLES 


Listen to “Science Looks Forward’’—new series of talks by the great scientists of Americo— 
on the Philharmonic-Symphony Program. CBS network, Sunday afternoon, 3:00 to 4:30 E.S.T. 


UNITED STATES RUBBER COMPANY 


SERVING THROUGH SCIENCE : {| } WITH ELECBRICAL WIRES AND CABLES 


1230 Sixth Avenue « Rockefeller Center * New York 20, N. Y. Soke” In Canada: Dominion Rubber Co., Ltd. 
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You're Gettin’ Warm, Fella. 
-- but not burned ! 


HAT’S why mothers favor the TRILMONT Safety Heater above all 
others. There’s no need to tell the children ‘‘not to touch,” because 
the sides are always cool...no danger to youngsters, pets or property! 
And, unlike other portable electric heaters, TRILMONT raises the tem- te 
f th - mar N “a ‘J dj Provides a cozy warmth 
pee oO 3 e entire room —not just a spot. on-g owing cous radiate for the Baby’s Bath. 
black heat” and will last indefinitely without servicing. It needs no fan, 
no moving parts to circulate healthful warmth wherever auxiliary heat 
is wanted—bathroom, nursery, sick room, damp basements, etc. 


Now is the time to tell your customers that TRILMONT is the ideal gift. 
Write or wire today for complete data and name of nearest distributor. 


SPECIFICATIONS... 


Width 19'2", Height 18%", Depth 9%",120 "3 7 OPA LIST PRICE AY 
Volts,1200Watts, AC or DCcurrent. Weight Including Cord Set Takes off the da 
19 lbs. Carries Underwriters’ approval. 95<EXxTRA AT ANDWEST OF THE MISSISSIPP! 


TRILMONT PRODUCTS COMPANY 


PHILADELPHIA 3, PENNA. 


- chill 


from Basement Rooms. 
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Patented 
Other Pats 
Pend. 


AUTOMATIC. LOCK is positi No need for extra ey 
devices. Lamp cannot fall out. "Contacts cannot loosen. 5 
EASY insertion and removal. .No twisting. No turning. No 
fussing to seat’lamp in holder. FLEX-LOC does the work 
automatically. As lamp pins slide up to terminal holes, 
holder is flexed outward. As pins enter holes, holder snaps 
inward, internal spring returning to normal. 
PERFECT ELECTRICAL CONTACT — Newly designed, pat- 
ented terminals grip BOTH sides of lamp pins . . . make 
sure and positive contact. : 

Listed and Approved Se 

Underwriters’ Laboratories Inc. 


Pat. Nos. 
2200443 
2228210 


Y 


* yeecabe | tial” 


Spied cuts out deactivated, flickering, blinking | 


When trouble is detected the starter automatically cuts o 
current to the ballast and lamp. : 


Gives long life to ballast because defective lamp is locked bai: 


out. Prevents overheating. 


When Lloyd AUTOMATIC locks out defective lamp—turnoff 
the current—remove defective lamp—put in a new lamp, . . 


Allow at least one minute to make above changes. Turn 

on current, The starter automatically lights the new lamp, 

The life of the AUTOMATIC starter is many times greater” 
than that of the average lamp. 


It saves maintenance costs and power consumption, pro 4 


tects and insures longer life to ballast and lamp. 


Certified by 
Electrical Testing Lab., Spec. & 


Lloyd Policy Insures Quality 
LLOYD PRODUCTS CO. 


Providence 5, R. I. 
“Branch Offices and Warehouses in 27 Leading Cities 
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DOOR CHIME 
Sillenhouse 


OF THIS VALUABLE CHIMES 
MERCHANDISING BROADSIDE 





NATIONAL MAGAZINES 
. .. fo tell the Rittenhouse Chime story to millions 
of A ica’s h they live. 





4 
SUNDAY NEWSPAPERS 

. . » advertisements in leading key-city Sunday 
M i for i diate sales volume. 





RITTENHOUSE CHIME 
MERCHANDISING STORY... 


Rurren HOUSE—top name in the electric door chime 
industry—has stepped on the starter! Production of those models 
which will have the widest and most immediate ready sale because 
of their design and price appeal is going ahead at full speed. Other ful, compelling and prosp 
models will be made available just as rapidly as maximum produc- 
tion effort permits. 


Never before have electric door chime sales prospects 
reflected such glowing profit opportunities for electrical 
appliance wholesalers and dealers—in every community. 
And, timed perfectly to your sales efforts, millions are 
already seeing the strong, consumer-attracting Rittenhouse 
advertisements in leading National Magazines—and in 
big-circulation, key-city Sunday Newspaper Magazines. 

In words and pictures, the Rittenhouse Broadside tells 
the story of a skillfully planned, up-to-the-minute mer- 
chandising program to make Rittenhouse Chimes the 
fastest selling, most profitable and appealing line of 
electric door chimes ever presented. 

Expertly engineered to afford new mechanical features 


EXPERTLY DESIGNED DISPLAYS 
. .. for sales-floor, window and counter use. Color- 


th, 





joppers. 








that make possible undreamed-of tone richness and backed 
by the hardest hitting sales and advertising set-up in the 
history of chime merchandising, Rittenhouse gives you 
everything that makes for record sales and profits. 

Send for this Rittenhouse Broadside now. Note the 
striking beauty of the ten new 1946 models styled by 
America’s famous designer-stylist Norman Bel Geddes. 
Go over the important consumer-appealing Rittenhouse 
mechanical features. Weigh the sales power of the tre- 
mendous circulation, prestige-creating publications Ritten- 
house is using to help you sell. 


Join the Rittenhouse “Parade of Stars.” Write us—TODAY. 


See the Rittenhouse Chime Exhibit! 


x NATIONAL HOUSEWARES SHOW ae 


Palmer House, Chicago ° 


December 30th—Janvary 4th 


Rittenh 
itten OUSE America’s Finest Chime Signals 


Tit ALE. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, NEW YORK 
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—Yet skimpy electrical wiring can just as 


seriously cut appliance performance! 


& 
plan with soresignn.. WIG ahead 


~and not just for your new electric 
tange—but for refrigerator, dishwasher, 
garbage disposer, exhaust fan—your 
host of new appliances—perhaps ad- 
vanced heating and lighting. All may 
be power-starved by inadequate, out- 
of-date wiring—their efficiency reduced 
25% to 50%. 

Obviously you’ll want to avoid such 
waste and inconvenience. Then make 
Sure wiring capacity will match in- 


creased electrical usage. Now is the time 
to check your plans. Avoid costly al- 
terations later. 

Business Executives! This also ap- 
plies to your postwar wiring. You don’t 
want expensive future adjustments 
either — embarrassing shutdowns to 
bring wiring capacity up to increased 
production needs. Today—see your con- 
sulting or plant power engineer, elec- 
trical contractor or power salesman. 


. ae rue 
Because of the basic importance of adequate wiring to the entire electrical industry, Anaconda is presenting messages like this in a wide list of national publications |! 


am om on oe om oe oth 


They'll advise: Wire Ahead! Anaconda 
Wire & Cable Company, Subsidiary of 
Anaconda Copper Mining Company. 
General Offices: 25 Broadway, New 
York City 4. Chicago Office: 20 North 
Wacker Drive 6. Sales Offices in Prin- 
cipal Cities. — 


V look yon covring plore 
bfox thay chock you: 


who. ANACONDA WIRE & CABLE COMPANY 
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*Complete with cord set 





[ATL See BROILKING af 


HOUSEWARES SHOW 
Palmer House, Chicago 
December 30 — January 4, 1946 


INTERNATIONAL APPLIANCE CORP. 
1041 Metropolitan Avenue 
Brooklyn 6, New York 
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HERE is no wiring problem when ‘Metal 

Molding’ surface raceways are used. 
The wires are laid in the base; the capping 
snaps on. It's as simple as that to eliminate 
bot} ob Delo MEE- elo MME (-1-Vo belo MIDS OMI 7. 00(-MMe) ambi (ole) ME Co) 
install additional circuits. 

‘Metal Molding” 1s manufactured in three 
sizes; 111] ‘‘Xtensionduct’’ carrying two No. 
14 wires, 333 ‘‘Metal Molding”’ for four No. 
12 or 14 wires and 888 ‘Metal Molding” 
used for carrying ten No. 14 wires for branch 
circuit feeds. ‘‘Florduct’’ for surface wiring 
ox flo¢rs comes in two sizes. 711-A‘'Florduct’’ 
has capacity for three No. 12 or No. 14 wires 
EV sle MAGIC. Waa Blo) co Lt Loi MMM or-b ao 01-\-Mor-1 0) (- MET) ofl Co) 


circuits 


two 26 pair. All five raceways are int 
connectible with each other. These ne 
appearing surface raceways have a co 
plete line of fittings having two or thr 
different sizes of twistouts to take the vario 
ESP A-S-e) Mesto) Ce bbele re 

All have a neutral gray finish which m 
easily be painted with either oil or wat 
paints to match interiors. For that qui 
surface wiring job, use ‘‘Florduct’’ a 
‘Metal Molding.” 

| C5(-vo M- belo ME-4 2) 0) coh -\0 MB oh MEE Ob slo (-Sav Balle 
Laboratories, Inc. 


Thal (ae fe) Mole i cod ole Meotsle Mi clebsleboleley « 


National Electric Products Corp. 








‘Sound wna 
‘ , Competitive... 


IJ 


. 








COMMERCIAL Sound and Competitive. 


CREDI EUAN 





COMMERCIAL CREDIT COMPANY 


BALTIMORE 2, MARYLAND 


Capital and Surplus more than $80,000,000 
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MAKE THIS “PACKAGED-TO-SELL” LINE 
THE HEART OF YOUR 


Tharapo 


SAMSON Heating Pads for 1946 offer you not just another 
store item, but the nucleus of a fast-moving, money-making 
therapeutic department! You get a complete line of pads, in a wide 
range of styles, colors and prices. You get each pad cellophane 
wrapped and smartly packed in a colorful, compact display 
box, the cover of which pictures and describes the features that 
make SAMSON Heating Pads the easiest-selling merchandise of 
their kind. You get a “profit-package"’ that, open or closed, is a 
silent salesman telling a story that prompts people to buy. 
Why not decide now to make SAMSON'S “packaged-to-sell” 
line of Heating Pads the heart of your therapeutic department! 


B= ® 


See the SAMSON display at the 
HOUSEWARES EXHIBIT, Room 638, Palmer House 
Chicago, Dec. 30— Jan. 4, inc. 
SAMSON UNITED CORPORATION, ROCHESTER 10, N.Y. 
Samson United of Canada, Limited, Toronto 


, 
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FEATURES 

THAT COUNT! 
e Regardless of its price, 
every SAMSON Heating 
Pad has the same high qual- 
ity features that assure cus- 
tomer satisfaction. Patented 
SAFE-T Circuit, with 3 Fixed 
Heats, each controlled by 
precision thermostats; per- 
manently sealed 100% wet- 
proof cover of Du Pont Fair- 
prene; Zelan-treated water 
repellent and stain resistant 
extra covers; cushion-com- 
fort padding; strain-relief 
switch with the exclusive 
“Touch Tells” indicator for 
night use; 8-foot cord. 














Smart Long-term Planning Demands 





SAFE Wiring Methods 


A double responsibility confronts With standard-threaded rigid sfee! con- 

the electrical industry: duit, such as Youngstown’s Buckeye, again 

vee available through distributors, there is no 

I. pos Pigt ey ae reason not to provide dependable wiring 
unsafe wiring systems, i a protection. 


cording to “must do” emergency ideas, 
forced on industry by shortages and 
regulations. 


Wherever there is moisture, or vapor, or 
excessive vibration, or possibility of corro- 
. sion, or accumulating dust and di:t, or 
The duty to install only assuredly safe danger of crushing or other mechanical 
wiring systems in all new construction. injury, specify and use Youngstown Buck- 


Remember this: The only wiring system  &Y€ Conduit. 


approved by the National Electrical Coae as 
moisture, vapor, dust and explosion proof 
in hazardous locations is a sianua.u-«nread- 
ed rigid conduit. 





THE YOUNGSTOWN SHEET AND TUBE COMPANY 
YOUNGSTOWN, OHIO Ask your distributor for 
Manufacturers of Youngstown Buckeye Conduit - Pipe and Tubul r Pr 


CARBON - ALLOY AND YOLOY STEELS , MT Ties - Sails” the Poe nak Mobos 
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Cross sectional view of Flared End 
Duct and Transfer Trolley. 








Transfer Type Trolley for Crane and 
Hoist transfer or switching. 


Close-up of Flared End for Curved 
Industrial Trol-E-Duct. 





DETROIT 32, MICHIGAN. 
In Canada: 
BullDog Electric Products of 
Canada, Ltd., Toronto. 
Field Offices in All Principal Cities. 





Monorail Hoist switching 
application; switching from 
curved to straight Industrial 
Trol-E-Duct run. 


Transfer Crane and Hoist 
installation using flared 
ends Industrial Trol-E-Duct 
and Transfer Type Trolleys. 


CRANE AND HOIST SWITCHING AND 
TRANSFER PROBLEMS SOLVED! 


Again BullDog pioneers a new and 
better way for transferring loads 
mechanically and electrically from 
crane bays to individual factory areas. 
Monorail transfer and switching is 
also made easier and more flexible. 


This is accomplished by electrical 
Transfer Trolleys with swiveled 
heads moving through Duct 
having flared ends to facilitate trans- 
fer to similar runs in adjacent bays. 


runs 


In these installations straight or 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 


curved runs of electrical Trol-E-Duct 
are attached to and move with the 
Crane and Hoist equipment to fur- 
nish a safe, smooth and speedy means 
of transferring or switching material 
to or from any part of the plant. 

Your Crane and Hoist jobs will 
run smoother, safer and speedier in 
conjunction with these improved fea- 
tures of Industrial Trol-E-Duct. 

BullDog field engineers are avail- 
able for consultation—or write us if 
you prefer. 





. 


Also Manufacturers of 
SafToFuse Panelboards—Switchboards— 
Circuit Master Breakers—Universal Trol-E- 
Duct, for flexible lighting — Industrial 
Trol-E-Duct, for movable “loads” — BUS- 





tribution DUCT, for “Plug-In” Power. a 
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HERE ARE THE COFFEE MAKERS 





£ 
0 FEATURE IN 46! 





The new automatic G-E—the only fully 
automatic glass coffee maker! Also new G-E 
semi-automatic, and non-automatic models! 


Production on G-E’s sparkling new coffee makers is speed- 
ing ahead! You'll have the complete line very soon. 


And as a stand-out feature, you'll have the beautiful new 
G-E Automatic Coffee Maker! Just look at all the wonderful 
things it does — automatically! 


Better coffee—just by pushing a button! 

No hit-or-miss coffee with the sparkling new 
G-E Automatic Coffee Maker. Measurements 
for water are clearly marked on the lower 
bowl. (An exclusive G-E feature.) The user 
simply places coffee in the upper bowl, and 
pushes a button. She can “set it and forget it!” 





Wonderful brew—2 cups or 8! - 


The Brew Compensator—an exclusive G-E 


feature—automatically brews delicious coffee, 
whether 2 cups or 8 are being made! No need 
to make more coffee than is wanted, for fear 
small amounts won’t taste right. 


Coffee stays hot—indefinitely! 


4‘ 


Also—Wonderful Values in 
Semi-Automatic and Non-Automatic G-E Models! 


After the coffee’s “done,” a warming heat 
automatically comes on at intervals. Keeps 
the delicious brew piping-hot until “the 
family’s ready.” 
that’s hot, grand-tasting—not flat, reboiled. 


Late-comers get coffee 





For customers who want a less expensive coffee maker, 
G-E offers four other models, a range model and three electrics 
including a semi-automatic model. 

All have G-E’s exclusive Brew Compensator and lower bow] 
markings. All have G-E quality, beauty, and long life! 








G-E Automatic 
Coffee Maker 


“G-E Appliances—Most Wanted by Most Women” 


GENERAL @ ELECTRIC 











Huge Market Already Sold! 

Women everywhere are waiting to buy G-E appliances. 

In a recent national survey, 53 out of 100 women said 
General Electric makes the best electrical appliances for the 
home. And G-E Coffee Maker advertising is keeping this 
market very much “alive” for you. 

Ads featuring “Better coffee—automatically” have been 
running regularly in leading women’s magazines—will keep on 
through 1946. “The G-E House Party,” a great radio show 








that’s on the air five days a week, tells women from coast-to- 
. . 1 
coast about the only fully automatic glass coffee maker—G-E! 


Get your share of this big ready-to-buy market. Be ready © [ 
sell G-E Coffee Makers the minute your first shipment 
arrives! General Electric Co., Appliance and Merchandise 
Dept., Bridgeport, Conn. 


TELL YOUR CUSTOMERS to listen to Art Linkletter, in ““The G-E House Party,” every afternoon, Monday thru Friday, 4 p.m., E.S.T., CBS. 
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The Powers 600 C Line Body is splen- 
didly engineered for line construction 


and maintenance work. In addition to 

B U ' ul F 0 R a lL E u E o efficient arrangement, complete equip- 
t and ample storage space for tool 

5 E 5 V j C E a il 1] ‘— =. tie supplies, it provides pratense 

quarters for the crew. A roomy, heated 

and ventilated compartment in the body 


itself seats four men, while three more 
are accommodated in the cab. For line 
bodies you and your crews both like, 
specify POWERS... c 
t 
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Songomo Meter Test Lise showiag Type J Meters being calibrated. ag 


SANGAMO ELECTRIC ¢ 


ESTABLISHED 1898 _* « « WATT HOUR METERS ~ 
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% Providing an adequate supply o 
watthour meters is a responsibility of 
which the meter industry is fully 
aware. In assuming its part of this re- 
sponsibility, Sangamo is concentrat- 
ing all its efforts on increasing its 
production of meters. 

These are busy times for the whole 
Sangamo organization—all doing 
their share to help fill meter needs. 

But the accumulation of meter 
orders is large. Even the greatly . 
stepped-up production cannot cope 
with the backlog. Thus, notwith- 
standing the fact that today’s 
Sangamo meter. production almost 





equals pre-war levels, deliveries will 

7 not, for some time, catch up -with 
»4 requirements, Until this shortcoming 
is corrected and Sangamo Meters are 


again available on normal delivery 


: Meters capt Ph oak mings ime “4 schedules, your understanding and 
ice. Ability to measure accurately loads ranging E. 4 tolerance of conditions are of utmost 
from @ small percentage to 400 per cent of the =F importance. 


meter's normal full lead rating, is an inherent 
: NO OTHER COMMODITY 
IS MEASURED SO 


COMPANY ore ors” 


DEMAND METERS ee TIME SWITCHES 
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Better Construction Today- 
Maintenance Tomorrow ane 


PROTECTED THREAD 
CON-NEC-TAP) | 
CLAMP 


Grease filled chamber houses | 
screw—prevents corroding. Hy 
Line connection stays tight 

— spring washer maintains 
constant pressure. Vibration 

or expansion and contraction 
won’t loosen their grip. 





KEARNEY = 
TRIP-O-LINK 
FUSE CUTOUT 


For practical and dependable’ | 

low cost protection. Single , 

unit link and cartridge con- : 
struction provides new arc- 
extinguishing cartridge with 

each fuse replacement. Also 

available in two-shot and T; 
three-shot reclosing types. ‘ 


Seiad 
[= 
= 


KEARNEY HI-LINE | 
DISCONNECT stick | | 


Light, yet stands much abuse. s 
Ferrule yo metal head. §| Ca 








Kearney takes specia] care 
in selecting and treating lam- Sel 
inated poles for Hi-Line tools ol 
used on hot line work. S 
So 
N 
Ok 
‘ Ne 
Ne 
Ney 
, z 
f Nev 
KEARNEY SNe 
CON-NEC-TITE :_ 
Reduce costs with these per- 
manent, positive, solderless } 
connectors. Fast and easy 
to use. = 
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IS THE TIME 
TO SIGN UP PROSPECTS AND 





PLACE YOUR ORDERS FOR 


SPRING SHIPMENT. 


Now for the first time in many months, we 
are able to make fairly prompt shipments to 
dealers on many sizes of Coolair Fans. 


But, it promises to be a different story by 
next Spring . . . for dealers are sending in or- 
ders now that may soon absorb not only our 
present large volume, but the greatly in- 
creased production that is scheduled for the 
coming months. 


So... sign up those prospects NOW and 
place your 1946 stock orders at once with your 
nearest Coolair 
agent or distributor 
or write us for 

information. 


Part shipments on 1946 
stock orders will begin 
in January and will be 
made as nearly as pos- 
sible in accordance 
with your request. 





A FEW CHOICE TERRITORIES STILL OPEN! 


Write for our NEW 36-page GENERAL CATA- 
LOG and information about the COOLAIR franchise. 


models dimensions, performance dst, etc, 


SWEETS CATALOG 


ELECTRICAL BUYER'S 


AMERICAN COOLAIR 
CORPORATION... .Manutacturers 


3604 MAYFLOWER STREET ' 


JACKSONVILLE a FLORIDA 


SEO Se 
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USDUCT system 


makes war plant suitable 
for speedy conversion. 


Here is a story that starts with a bombing 
raid on the English town of Coventry. In 
the merciless attacks that twisted schools, 
churches and industrial buildings into 
heaps of rubble, a vital shell producing 
plant was seriously damaged. 


Much of the plant’s equipment was 
shipped to an American city where a 
medium sized building was hastily built 
to produce shells of special size. 


Now the plant is quiet, its occupant 
ready to resume the production of agri- 
cultural equipment. And here’s the im- 
portant part, the big point we want to 
illustrate: 


can be accomplished economically, 
speedily, and conveniently because Frank 
Adam BUSDUCT 
makes adequate power 
instantly available 
over every foot of 
the production area. 








<p *. % 
3000 ampere, 440 volt High Efficiency Feeder () BUSDUCT 
system with 400 amp., 600 amp., and three 800 amp. @ 

SHUTLBRAK Tap-off switches. 

If you are planning a new building, re- 
arranging your plant layout, or converting 
to peacetime production, it’s almost certain 
that you could profitably use Frank 
Adam BUSDUCT. Small plants, as well 
as large ones can save on equipment and 
operating expense with this modern method 
of power distribution. 


Write for the name of our nearest 
Representative — he has an_ interesting 
story to tell you. 






BUSDUCT 


FRANK ADAM ELECTRIC CO. 
ST.LOUIS, MO.U.S.A, 






Power Distribution Specialists for 54 Years 
Box 357 St. Louis, Mo. 
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Training the Salesmen for the Job 


Period of initial demand for appliances will be 
used for training for competitive years ahead. 


HE FIRST big rush of consumers 
for electrical home appliances,” 
says D. H. Gahr, homefurnishings de- 
partment merchandise manager at 
Burdine’s, Miami, Fla., department 
store, “is likely to be of limited dura- 
tion. It may last a year or somewhat 
longer, depending on the volume of 
manufacturers’ near term production. 
“After that, as we read the signs, 
will come the down-to-earth phase 
of appliance merchandising. And, in 
order to condition our sales personncl 
for the serious job ahead, we plan to 
utilize the period of initial demand 
for organization purposes and as 
‘schooling time’.” 

For easily apparent reasons, the 
store groups small and major appli- 
ances into separate but adjoining sec- 
tions, each of which is supervised by 
a section manager. Both sections, 
however, come under the general di- 
rection of the departmental merchan- 
dise manager. 

The major appliance section, super- 
vised by J. C. Henry, manager, now 
is staffed by the latter and one 
specialty salesman. As rapidly as man 
ufacturers’ deliveries make it advis- 
able, more sales personnel will b< 
added. However, the store’s blueprint 
for its appliance selling effort calls 
for the employment of quality, rathe: 
than quantity, in the organizing ot 
its sales force. 

Selling skill, instead of mass man 
power, is to implement the building 
of necessary volume. “Selling skill,” in 
this case, means a thorough knowledge 
of all lines carried, plus the ability 
to make a convincing presentation of 
the merits of each. And a careful 
screening of prospects, to conserve 
salesmen’s productive time, will elim- 
inate any need for “pressure” selling. 

_Under this plan, the salesmen, who 
will operate on a commission basis. 
will have minimum competition from 
within their own organization. Hence. 
they will have maximum earning op- 
portunity, a situation, which, ob- 


viously, is to the advantage of the 
store, as well as its selling force. 

The salesmen chosen will be select- 
cd with a keen eye to their potential 
selling capacities. They will be trained 
to do their job with utmost efficiency. 
And their work will be directed with 
a view to eliminating, as far as pos- 
sible, all lost effort. 

The training of major appliance 
salesmen will be under the immedi- 
ate direction of Section Manager 
Henry. Since manufacturers’ sales 
representatives should be the best 
authorities on the selling points of 
their respective products, Mr. Henry 
plans to enlist their cooperation in 
the conduct of his schooling program. 

The latter will include, also, the 
study, by sales personnel, of manu- 
facturers’ descriptive literature. An im- 
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portant part, too, will be periodic talks 
by the departmental and general mer- 
chandising managers. ese execu- 
tives will outline, and stress the need 
foi closely following, the stores over- 
all selling and customer-relations pol- 
icies. A credit department represen- 
tative will discuss, too, the store’s 
deferred-payment plan and the rou- 
tine by which details connected with 
it should -be handled. 

The first 10 to 15 minutes, everv 
morning, will be utilized for sales- 
meeting purposes. The men will re- 
ceive a short “briefing” from the sec- 
tion manager and will be encouraged 
to talk over the detailed handling of 
their individual transactions — how 
they closed, or why they failed to 
close, a sale. These “personal ex- 
perience” sessions, Mr. Henry believes, 
are highly valuable in the obtaining 
of ultimate sales results. 

After the morning get-together, all 





















J. C. Henry, major appliance section manager for Burdine’s, of Miami, 
demonstrates electric range heat controls to an interested customer. 
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salesmen, except the “floor man,” 
will go out “on. territory.” Half day 
“floor time” will be allotted on a 
rotating schedule. ‘Thus, every man 





store’s 


copy features 
complete line of home appliances. 


Advertising 














has his chance to capitalize on po- 
tential buyer contacts, stemming from 
the store’s traffic-building ‘“promo- 
tions”—a fundamental part of depart- 
ment store merchandising. 

All “prospects,” whether their 
names are obtained inside or outside 
the store, are carefully screened. 
That is, the probability of a sale, in 
cach case, is carefully weighed, in 
order to determine, as far as possible, 
how much of his time the salesman 
can afford to spend on that person. 

For example, Salesman Jones has 
had Thursday morning of a given 
week, as “floor time.” As soon as he 
is relieved by the afternoon man, he 
takes his prospect list to his section 
manager. Mr. Jones has talked, dur- 
ing the morning, with, perhaps, 75 
or more people. From these contacts, 
he has culled 12 names, as immedi- 
ate or near-future buyers. 

Section manager and salesman go 
over the list together. A commission- 
minded salesman is not likely to miss 
listing any “probables” or, even, 
“possibles” but he is apt to be over- 
optimistic. So, while it is fresh in his 
mind, he goes over, in detail, with 
his section manager the conversation 
held with each person listed. This 
routine helps in establishing the lat- 
ter’s probable buying status. If de- 
ferred payments arc involved, a quick 
check can be made with the credit 
department to see what its record may 
show. Out of this screcning, names 





Model kitchen setup at Burdine’s highlights convenient arrangement of appliances and cabinets. 
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are selected for follow-up, in the 
order they seem to deserve. 

In the morning’s batch of pros- 
pects, there may be two or three, 
with whom the salesman has made 
appointments to call or who are 
deemed worthy of immediate atten- 
tion. These people the salesman sees 
that same afternoon or evening. A 
man with afternoon “floor time” re- 
views, before leaving, the prospects, 
so obtained, and makes his calls on 
them the following day—preferably 
in the morning. 

Thus, the individual salesman’s ef. 
fort is directed into productive chan- 
nels. His morale is high, because he 
is dealing with “live” material, only, 
and he wastes minimum time on 
fruitless follow-ups. Other morale- 
builders are a drawing account ar- 
rangement and the rapid handling of 
transactions requiring credit decis- 
ions. The store has a well-organized 
and highly-efficient credit department, 
geared to the getting of needed facts, 
quickly. 

Salesmen, working on a commis- 
sion basis, Mr. Gahr points out, can- 
not achieve their peak production, 
when their minds are troubled bv 
sales held up for credit clearance or 
by worry about their personal finances. 
Consequently, the store tries to pass 
on deferred-payment deals, without 
needless delay, and permits the men 
to draw, in reasonable amount, against 
future commissions. 

















ere ESE, 











— 


— 









ly, 


>1S- 


1iS- 
an- 












i 
' 
f 
; 


a aa ae 


yen 


1. OR at 













Among the salesman’s best assets 
cnee he has established a ‘‘sold cus 
tomer” list, is his satisfied users. 
Therefore, all appliances are carefull; 
checked in the store’s service depart- 
ment, prior to delivery. And, in order 
that the salesman may not neglect to 
make post-sale contact with his cus 
tomer, the latter’s name is sct up on 
his daily call shect for a date fow 
days after delivery. This call sheet, 
incidentally, contains the salesman’s 
calls for any given day, as sect up by 
him and reviewed by the manager. 

Calling on a “sold customer” serves 
two uscful purposes: (1) the sales 
man (and the store) have opportunits 
to learn, quickly—and remedy—any 
cause for dissatisfaction; (2) the sales- 
man has a chance to carn purchaser 
“good will,” which may pay off in 
later business. 

As a further means for setting up 
“good will” insurance, the store’s ap- 
pliance sections will have a home 
cconomist. ‘he latter will be a ma- 
ture and personable woman with 
s itable background in appliance use 
value. She will supplement salesmen’s 





Salesman explains workings of 








J. Cc. Henry, manager of major appliances, Chester Laister, manager of small 
appliances, and D. H. Gahr, departmental merchandise manager, all of 
Burdine’s, Miami, discuss features of the new refrigerators. 
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new washer to prospective buyer. 


calls on purchasers to advise with 
them on how to get the best possible 
results with the appliances they have 
bought. 

The home economist will, also, par- 
ticipate in appliance merchandising by 
making store demonstrations. Present 
selling plans include a model kitchen 
and a model laundry. 

Small appliance selling is under the 
direct supervision of Chester Laister, 
manager of that section. The basic pat- 
tern to be used in merchandising these 
items will adhere, as closely as pos- 
sible, to that outlined for the sale of 
major appliances. Selling personnel 
will have a comparable schooling. In 
this training, special emphasis will be 
placed on the selling presentation of 
“de luxe” lines, such as roasters and 
toaster-sets. 

The sales effort of both the major 
and small appliance sections will be 
closely coordinated. Especially will this 
be true, when the customer intends 
buying items in both classifications. 
By means of this inter-sectional co 
operation, she will find it compara- 
tively easy to do quantity-buying for 
furnishing a new home or for a gen 
eral appliance-replacement in an old 
one—particularly, if the “Club” or de 
ferred-payment plan is to be used. 

Advertising and display are handled 
on a store-wide basis. They are di 
rected by specialists in these fields, 
and are of top quality. The allotment 
of newspaper and _ window-display 

(Continued on page 32) 
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Utility Cooperative Program 
Offers Many Dealer Aids 


ENOUNCING its prerogative of 
selling a complete line of electric 
appliances at retail, the Southwestern 
Gas and Electric Company, with 
home offices in Shreveport, La., has 
promulgated a policy designed to co- 
ordinate the effort among wholesalers, 
dealers, and salesmen. 

E.. F. Graham, assistant to the presi- 
dent of the company, reports that the 
tirst announcement of this policy was 
received with enthusiasm by Shreve- 
port dealers when approximately 50 
attended a meeting called by the com- 
pany. Similar meetings were sched- 
uled for other communities in Louisi- 
ana, Texas, and Arkansas. 

The declaration of policy sets forth 
that the company is anxious to ob- 
tain the widest possible distribution of 
appliances in the shortest period of 
time, but believes this can be accom- 
plished best through normal retail 
channels. 

However, the utility does drop the 
hint that if the normal channels of 
distribution are not found to be sat- 
istactory, the company will again 
enter the field on a large scale. 

Nevertheless, the utility offers its 
services and facilities in the hope that 
it will be able to develop normal sales 
channels and the firm’s co-operation 
is promised on a long list of activities 
considered necessary to satisfactory 
distribution. And the declaration of 
policy sets up a set of suggestions on 
conduct by all engaged in the appli- 
ance business, including utilities. 

After conceding the importance of 
an ever-expanding load to the utility, 
the declaration of policy characterizes 
wider use of appliances as the best 
means to that end and adds: 

“The Southwestern Gas and Elec- 
tric Company is primarily a service or- 
ganization to which the public has 
delegated the function of supplying it 
with satisfactory electric service at 
reasonable cost. Therefore, it is a fun- 
damental obligation of the company 
to see that appliances receive the wid- 
est possible distribtuion in the 
shortest possible time so that our cus- 
tomers may receive the fullest bene- 
fits from the service they are buying. 

“This obligation on the part of the 
company is not always fully under- 
stood by appliance dealers. The deal- 
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eis at times entertain the mistaken 
viewpoint that the selling of appli- 
ances by the company is an invasion 
of their rights. Under certain condi- 
tions this could be true; and yet under 
other conditions it could be untrue, 
and so this statement of policy on our 
part is a full, frank discussion which 
we believe will bring about a better 
understanding and more tolerant at- 
titude that will lead to co-operative 
effort and benefit all concerned. 

“In arriving at a decision of just 
how our company will fulfill its obli- 
gation, we took into account the many 
factors involved; the interest of the 
customer, the company, the manufac- 
turer, jobber, and dealer who depend 
for their success upon a widespread 
distribution of their merchandise. We 
are aware of the fact that a full meas- 
ure of cordial and cooperative relation- 
ship with all appliance dealers is es- 
scntial to the fulfillment of all the 
objectives concerned. 

“In the immediate future, pending 
the time when appliances will be avail- 
able in full measure and a vigorous 
selling process becomes a prerequisite 
to securing a fair part of the cus- 
tomer’s dollar for the electric appli- 
ance business, we will devote our ef- 
forts to selling the value of electric 
service and the need of appliances to 
achieve modern electrical living. 

“During this period we feel that it 
is not necessary for us to offer for sale 
in any of our stores any major appli- 
ance or any minor appliance other 
than lamp bulbs, fuses, and a few 
other small items that we have been 
handling during the war period. We 
have retained certain territorial fran- 
chises on certain appliances, and we 
reserve the right to purchase for our 
employees, for the use of themselves 
and their immediate families, any elec- 
tric appliance. 


Dealers to Be Helped 


“We shall bend our efforts toward 
the development of a substantial num- 
ber of well-organized, well-located, and 
well-staffed dealers. It is no dispar- 
agement of the dealer to say that quite 
frequently he lacks the specialized 
knowledge necessary to the introduc- 
tory sale of specialties. It is here that 
we believe we can be of great help. 


Eventually we shall offer for sale in 
our stores certain traffic items that 
our customers have come to expect us 
to have available for their convenience. 

“They are: electric blankets, clocks, 
cookers and roasters, coffee makers, 
fans—ceiling and desk, fuses, grills and 
hot plates, heaters—air, irons—domes- 
tic and commercial, lamps—Mazda 
tulbs and fluorescent, warming pads, 
ultra violet lights, lamps—I.E.S.— 
student lamps—I.F..S.—lounge, lamps 
—I.E.S—Tri-Lite, lamps—portable, 
mixers — food, motors — sewing ma- 
chine, percolators, shavers, toastezs, 
watfle irons, infra-red lights, and se- 
pair parts and materials. 

“This list is subject to change as 
conditions warrant. 

“There follows a list of activities 
that in the past have proven their 
worth and which we offer as a service 
to any dealer in the territory we serve. 
We will help in: 

“1. Selection of store locations and 
their general layout. 

“2. Analysis of the dealer’s poten- 
tial market and suggestions as to how 
it can best be reached. 

“3. Making of effective merchan- 
dise displays, store and windows, and 
from time to time the furnishing of 
suitable display material. 

“4. Location, selection, and train- 
ing of salesmen. 

“S. Planning and developing bal- 
anced sales programs, along with the 
development of store traffic. 

“6. Conduct of inspirational meet- 
ings on appliance opportunities and 
possibilities with (a) dealers in groups, 
(b) wholesaler salesmen (on helping 
dealers), (c) dealer salesmen. 

“7. Promotion among wholesalers 
of the organization and conduct of 
sales contests. Assistance in stimulat- 
ing these contests through the medi- 
um of prizes to dealers and their 
salesmen. 

“8. Preparation of dealer newspaper 
and other advertising material and 
programs. 

“9. Development of joint advertis- 
ing programs in both metropolitan 
and community newspapers. 

“10. Development of dealer dis- 
plays and exhibits in major communt- 
ty public shows or expositions. 

“11. Development of sound trade 
in and resale practices. 

“12. Development of time payment 
financing of dealer sales and collection 
of monthly payments. 

“13. Development of wiring it 
stallation plans. 

“14. Establishment of _ effective 
dealer service and repair departments 
and the training of personnel. 

“15. Development of dealer pros 
pect file and user lists and an effective 

(Continued on page 38) 
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NOVEL EFFECTS WITH F LAMPS AND PLASTICS 
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Ja Fee ae type of illumina- entirely by means of edge lighting, efficiently. By repeated reflections be- 
1s tion will be needed to bring out which provides radiant walls, decora- tween the polished surfaces as the 
— A the inherent beauty of many of the tive panels and adequate light for light passes through the material, 
ps | new decorative materials to be used _ seeing. light can be piped around curves or 
le. in the construction “i —— — bs eo atgg te — to Don angles. 
a. and display areas. That modern fluor- P. Caverly, Sylvania Electric com- ’ 
7 escent lighting can fill that need is mercial engineer, is the cooperative Room Has “Radiam Wells” 
a demonstrated in the Plexiglas Dream _:esult of two particular products, and “Radiant walls” furnish both dec- 
Suite, a three-room apartment-of-to- is a good example of coordinating a oration and illumination for the dress- 
‘a morrow, now on a tour of department lighting source with a transmission ing room of the Dream Suite. The 
stores and architectural centers medium. “This is an applied job with curved wall contour is covered with 
7” throughout the country. Lighting for a lighting source which provides an Plexiglas engraved and printed with a 
she the unit, which was built by Rohm — even light,” said Mr. Caverly, “and bold chestnut-leaf design. Recessed 
ee & Haas Company, manufacturers of a transparent plastic which has the under the strips of Plexiglas, 40-watt 
on the crystal-clear acrylic plastic, was property of carrying light around cor- daylight instant-starting fluorescent 
designed and engineered by Sylvania ners.” lamps edge-light this surface, causing 
a Electric Products, Inc. Plexiglas has a light transmission _ it to glow radiantly wherever the paint 
The exhibit, consisting of a trans- value of 92 per cent and, because or engraving has interrupted the 
_ parent-walled bedroom, a dressing- of its crystal-clarity, this plastic il- normally smooth polish of the surface. 
sie room and a bathroom with a turret- _luminated from one polished edge will The same lamps serve to illuminate 
shaped shower, is illuminated almost conduct light to the other edge very _ the dressing table mirror and medicine 
un- 
nd a ee 
of Radiant walls illuminate the dressing room of 
the Plexiglas Dream Suite, designed by Rohm & 
in- Haas Company and lighted by Sylvania Electric 
Products, Ine. The curved wall contour is covered 
with Plexiglas which is engraved and printed 
yall- | with a bold chestnut-leaf design. Fluorescent 
the lamps, recessed at the edges under the plastic, 
| cause it to glow radiantly wherever the paint or 
- engraving has interrupted the normally smooth 
b polish of the surface. This is possible because - 
nd Plexiglas is a transparent plastic which has the 
ps ; property of carrying light around corners. Be- i 
ing cause of its crystal-clarity, this plastic, illuminated 


j from one edge will conduct light io the other 
edge very efficiently. The 40-watt instant-starting 

















lers daylight fluorescent lamps serve both to decorate 

of the walls and light the mirror over the dressing 

lat} table. 
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An ivy trellis of Plexiglas prisms 

in- serves both to light the lavatory of 
the Dream Suite and to provide priv- 

. acy. While the prisms admit light, the 

live total surface reflection resulting from 

ents their angular form provides privacy 
and produces the effect of a spark- 

ros- ling crystal wall. For additional illum- 

eas ination, a 60-watt recessed incandes- 

uve cent lamp-lense ceiling fixture is in- 






stalled in the center of the lavatory. 
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Striking feature in the bedroom of the Plexiglas Dream Suite is the four- 
color mural painted in light. The three-dimensional effect is created by 
superimposing four sheets of Plexiglas, each of a different color and 
carrying a separate element of design, and installing a fluorescent lamp to 
edge-light the mural. As the light goes through the edge of the plastic it 
picks up the color of each layer, thus giving depth to the composite picture. 
Light emerges only from the etched or painted areas. Concealed at the 
bottom, under the Plexiglas, is a 40-watt daylight instant-starting fluorescent 
lamp. Concealed in the bookease, a 40-watt instant-starting standard white 
fluorescent lamp supplies indirect illumination for reading in bed. 


cabinct mirror which are set into the 
walls. 

This new concept in room lighting 
compares with the “warm wall” idea 
of heating, according to Mr. Caverly. 
“Instead of spreading intensity from 
a lighting fixture,” he declared, “the 
light spreads out evenly from the en 
tire wall, thus achieving a high verti- 
cal component of illumination from 
a large area, low brightness source.” 

Additional light is furnished by a 
standard white 20-watt fluoresecnt 
lamp placed above the dressing table 
mirror. This lamp is recessed in back 
of a Plexiglas panel. 

The face of a clock over the medi- 
cine cabinet is illuminated by a 
standard S-watt fluorescent lamp 
mounted in the ceiling behind the 
clock panel. 

A four-color mural painted in light 
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to give a three-dimensional effect is 
a striking feature of the Drcam Suite 


sleeping compartment. ‘This is 
achieved by superimposing four 


sheets of Plexiglas, each of a different 
color and carrying a separate element 
of design, and concealing a 40-wat! 
daylight instant-starting fluorescent 
lamp under the Plexiglas. ‘The lamp 
serves to edge-light the strips of plas 
tic. As the light goes through th: 
edge it picks up the color of cach 
layer, thus giving depth to the com 
posite picture. Light emerges only 
from the etched or painted areas. 
For reading light, a +0-watt instant- 
starting standard white fluorescent 
lamp is concealed in a bookcase which 
is set into the wall alongside the bed. 
Another striking example of edge- 
lighting may be seen in the shower 
stall of the exhibit. The lower potr- 


tion of the semi-circular sliding plas 
tic door of the shower is etched in 
an attractive undersea design, visible 
only when lighted. A +40-watt day 
light lamp of the instant-starting typ: 
is concealed along the side of thx 
shower in the back edge. ‘The lamp 
extends half wav up the Iength of 
the door and the Plexiglas material 
carries the light around the curve 
of the door to light up the design 
etched on it. As this particular ap 
plication of edge lighting is designe! 
for decoration only, other illumina 
tion is furnished by a_ vapor-prool 
60-vatt incandescent recessed lense 
down-light, placed in the center of 
the shower’s ceiling. 

In the clothes compartment, a 20 
watt standard white fluorescent lamp 
placed under the shelf in the center 
of the closet makes selection of 
clothes easier, and in an alcove next 
to the closet the same type lamp, 
recessed in the ceiling behind « 
Plexiglas panel, furnishes light to a 
utility shelf and a series of drawers. 

An ivy trellis of crystal-clear Plex 
iglas prisms admit light to the lay 
atory from other areas of the Dream 
Suite. The total surface reflection 
resulting from their angular form pro- 
vides privacy while producing the ef- 
fect of a sparkling crystal wall. In 
addition, a 60-watt recessed incandes- 
cent lamp-lense ceiling fixture is in- 
stalled in the center of this room. 

The Dream Suite, according to the 
Sylvania Electric engineer, gives an 
indication of how effectively modera 
fluorescent lighting may be coordi- 
nated with new materials and new 
architectural construction to give add- 
ed beauty to rooms and good liglit 
for any task. 


Adequate Wiring Drive 


Electrical manufacturers and utility 
companics are launching an intensive 
educational campaign for proper wit- 
ing in the estimated 6,000,000 homes 
planned for construction when mate- 
rials and labor are available, pointing 
out that none of the new clectrical 
marvels or old standby appliances can 
be enjoyed fully, conveniently or eco- 
nomically without adequate wiring. 
‘The campaign also is directed to the 
owners of 30,000,000 existing dwell- 
ings, most of which are said to be 
inadequately wired. 


Electrical Wiring Repair Kit 

An all-purpose repair kit for solder 
less electrical wiring has been devised. 
It contains a precision tool that ful- 
fills six purposes, including cutting 
and stripping the wire. indicating stud 
sizes and cramping the terminals. 
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Third-Down Plan of Payment 
Recommended for Appliances 


ASY BUYING, easy payments, 
and difficult collections are to 
become but memories of before-the- 
war years and bad tastes to be forgot- 
ten as Kruel’s Sales and Service Com- 
pany, Washington, Mo., turn to their 
new plans for the future. 

Solid deals with solid citizens with 
at least one-third down on every ap- 
pliance is to be the rule. 

A. O. Bleckmann is the manager, 
while the owner, Kenneth B. Kruel, 
sojourns with the armed forces on Oki- 
nawa. Five other members of the 
staff are located in Germany and the 
Pacific. 

“No matter what our competition, 
chain store, or otherwise, does,”’ Mr. 
Bleckmann explained, “we’re going to 
get one-third down. We're going to 
see that no customer is urged to buy 
beyond his means, and we are going 
to reduce our repossessions to the van- 
ishing point.” 

A prosperous business of any size 
cannot be operated by one man, ac- 
cording to Mr. Bleckmann, who point- 
ed out that it required salesmen, serv- 
icemen, and office help, but that one 
of the danger points in the selling of 
electric appliances on low down pay- 
ments is the sales force. 

“Salesmen are usually compensated 
under some sort of an incentive sys- 
t«m such as salary and commission,” 
ke said. “The more he sells, the more 
he makes. Now comes in the “dollar- 
down” customer or the “ten-per-cent- 
down” customer, who can barely rake 
up the ten per cent, and he is the 
easiest oversold. He is the golden 
goose for the salesman because he is 
easily overloaded with merchandise 
that he can never make the payments 
on. These two combinations need 
careful watching.” 

“On the other hand, the man who 
puts down $100 cash plus his trade- 
in on a refrigerator is the kind of a 
man who pays his bills and who can- 
not be oversold, and he will protect 
his equity,” continued Mr. Bleck- 
mann. 

According to Kruel theories, any 
money made in repossessions is a 
myth. In the lush days before the 
war, he said he had heard stories of 
refrigerators being repossessed three or 
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four times with the dealer making a 
profit on each deal. 

“It’s always been our experience 
that the customer who doesn’t make 
the payments probably expected to 
lose it in the first place,” Mr. Bleck- 
mann said, “and consequently, he 
took but little care of the merchandise. 
When we got it back, we had to spend 
as much or more than we received to 
even get it ready to sell again at a con 
siderably reduced price. 

“There’s the item of conserving 
energy and resources,” Mr. Bleckmann 
continued. “If your effort is concen- 
trated on customers who have ability 
to pay and who have a legitimate need 
and want, it will always pay bigger 
dividends than any amount of time 
spent with the slow paying and non- 
saving class of people.” 

So that is how the large prospect 
list which they have accumulated will 
be screened for new sales. 

Hundreds of farm homes have been 
wired for electric lights and power 
during the past two years by the 


One of the points to be stressed 
by Kruel’s Sales and Service Co., 
of Washington, Mo., in selling new 
appliances is the firm’s ability to 
provide service. Mr. Bleckmann, 
manager, promises that service will 
be the “best and fastest.” Below, 
view of the company’s service de- 
partment. 


Kruel organization, and virtually every 
home wired has become a prospect for 
many home appliances. Ability to buy 
and credit has already been checked 
on these names. The customer has 
already done some business with them 
by having them do the wiring. 

Sales, apparently in the majority of 
these homes, will be largely 1 matter 
of delivery for the reason that demand 
charges on the service make it imper- 
ative that they start using several ap 
pliances as quickly as they can be 
obtained. 

Demand charges average seven dol- 
lars monthly, and Kruel has already 
made out a list of appliances which 
they can use that will use up the cur- 
rent they are required to pay for and 
will seldom run over. 

Each house paying this demand 
can use, according to Kruel figures, 
an electric range, an electric refrigera 
tor, a water pump, and in some cases, 
an electric water heater. 

During the war years, Krucl’s have 
been trying to service the commercial 
refrigeration in Washington and take 
(Continued on page 32) 




































































ELLING appliances to the farmer 

is a specialized and involved busi- 
ness that takes as much know-how as it 
does to sell technical industries. 

The quicker the appliance dealer 

lanning on substantial volume to 
Reset finds this out the quicker his 
appliance sales will improve. 

It is a proven fact that the farmer 
will take his problems of expansion 
and modernization to the dealer who 
knows how to advise him. 

On these precepts the Home Elec- 
tric Appliance Company, 1907 Ex- 
change Ave., Oklahoma City, is bas- 
ing its future farm business. 

Farmers bring in problems. 

A well-to-do farmer with a high in- 
come, a growing family and almost no 
modern conveniences grew tired of 
waiting for the REA line to come to 
his farm. 

H. C. Oursler, manager of Home 
Electric Appliance Company, surveyed 
the situation. He learned that REA 
was at least six months away—a six 
months that could possibly grow to a 
year or eighteen months. 

















Home Electric Appli- 
ance Co. believes 
that selling to the 
farmer is a special- 
ized business. At left 
above is H. C. Ours- 
ler, manager. At 
right, exterior and 
view of service shop. 
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He advised the farmer to buy a 
Diesel electric light plant generating 
current at 110 volts and incidentally 
at a cost of about three-fourths of a 
cent per kilowatt hour. Then to buy 
whatever could be supplied using 110- 
volt appliances so that when the lines 
came to his farm that he would not 
lose anything except his generating 
plant, and that could be sold for 
something. 

He advised him to keep his generat- 
ing plant as a standby unit because 
service is not always all that is to be 
desired during the early months of a 
new line. 

He told this customer that he 
could sell him the generating equip- 
ment, wiring equipment for his house, 
barns and chicken houses. He could 
sell him refrigeration equipment, 
milking machines, milk coolers. He 
could add other equipment such as 
domestic refrigeration, vacuum sweep- 
ers and washing machines as they be- 
came available. 

This customer bought all he could 
—modernized his home immediately 
with electric lights and a water sys- 
tem. His purchases amounted to over 
$1,800. 

Another farmer wanted to generate 
power with a windpower generator and 
use it to operate a two-temperature 
commercial refrigerator. 

Mr. Oursler pointed out that it was 
not safe to use a wind-power generator 
for such a use because during a period 
of no wind he might lose the contents 
through spoilage. 

Many appliance dealers might have 
stopped at that point, but not he. 


Selling the Farmer Is Specialized Business | 


The farmer was positive that the 
wind blew enough at his farm nearly 
all the time. He did not want to lose 
the advantage of free current. 

Mr. Oursler sold him a wind-driven 
generator and a gasoline generator 
which was to be used as a standby 
unit. This gave the customer full 
protection and at the same time per- 
mitted him to take advantage of the 
prevailing winds. 

Home Electric Appliance Company 
is a new organization which brought 
out previous owners a short time ago. 
Additional room has been provided 
where a display room will be set up 
and where every appliance the com- 
pany sells will be on display. 

A resident salesman is located in 
each of seven counties in which they 
have an exclusive franchise on some 
of their products and also in other 
counties. 

All selling, if possible, is to be done 
without home demonstration and in 
the salesroom. 

“When you take an appliance out 
and demonstrate it in the home,” Mr. 
Oursler said, “‘you can seldom sell but 
that one appliance. But if you can 
bring the customer into the salesroom, 
he is exposed to all of the merchandise 
and this always leads to a larger unit 
sale.” é 

County salesmen are protected if 
one of their prospects comes into the 
salesroom and completes the deal. In 
fact, salesmen are urged to try to get 
them to go into the store. 

Salesmen must make a report on 
their calls, Mr. Oursler said, to be pro- 
tected and the report must be com- 
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plete. It must show what the prospect 
needs and what he wants to buy at 


the moment. This is so that the store. 


salesman will have an idea what to 
sell him in addition to the appliance 
he came in to buy. This shows the 
customer that the company knows 
what he needs and is able to render 
him a definite and valuable service. 
The sales report must originate from 
an interview at the man’s home where 
actual information is obtained, such 
as the depth of the well, number of 
appliances now in use, appliances that 
are needed. Such a report prohibits 
a salesman from buttonholing a man 
on the street and filing him as a pros- 
pect without visiting the farm. 

How many appliance stores are sell- 
ing electric welders to farmers? Not 
many yet. 

This device is a big seller at the 
Home Electric Appliance Company. 
First, because it is promoted, and sec- 
ond, because it is a logical item to sell 
a farmer who has electric current on 
which to use it. 

Use of an electric welder is easy 
to learn and farmers find it invalua- 
ble as an addition to their other shop 
equipment for repairing broken parts, 
adding new metal to replace worn 
surfaces and particularly for an emer- 
pency repair of a broken part during 

usy seasons. 

Many returned servicemen who are 
tretuming to farms are experienced in 
the use of electric welding equipment. 
_ Home Electric Appliance Company 
is recommending a large electric re- 
frigerator to farmers—a box containing 
about thirty square feet and operat- 
ing at two temperatures. 

Selling points on this equipment is 
that with a freezing temperature com- 
partment in the bottom, the farmer 
can freeze his own meat in large quan- 
tities and then remove from the freez- 
er and store in the upper compart- 
ment. Sale of this unit to a farmer 
does not replace a domestic refriger- 
ator which will still be needed in the 
farmer’s home. 

Home Appliance Company has 
found that the first thing a farmer 
installs when he gets electric current 
is a water system. 

They have made many sales of elec- 
tric light plants on the basis of the 
use of an electric pump which releases 
the farmer from manual labor and 
allows him to do more profitable work. 

In selling a pump one of the fa- 
vorite facts to point out is that a 
farmer can put in an electric pump 
and pump 1,000 gallons of water for 
about five cents; that if he lived in 
the city the 1,000 gallons of water 
would cost thirty cents; and then that 
it takes four hours to pump 1,000 
gallons of water by hand—four hours 
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in which the farmer could be doing 
work that would make him a profit. 

Worst of all, the farmer who pumps 
by hand usually has to pump it wheth- 
er he wants to or not. 

Each appliance that he adds after 
the water system releases the farmer 
for better jobs. 

In selling appliances to farm own- 
ers it should be remembered that the 
dealer is in the position of helping 
to raise the farmer’s standard of liv- 
ing—a meritorious service. 

Facts prove that as the farmer's 
standard of living is raised and as he 
modernizes and installs labor saving 
equipment that his income rises cor- 
respondingly. 

It is essential to know everything 


possible about the merchandise the 
dealer is selling and about its applica- 
tion on the farm. 

Home Electric Appliance formerly 
used a tank for testing their repaired 
pumps in the shop. They discovered 
that sometimes a pump would test 
perfect in the tank but would not 
pump water from a twenty-foot level. 

To remedy this condition they are 
drilling a well and will use this well in 
the rear of their shop for testing re- 
paired pumps and for demonstrating 
pumps to prospective customers. 

It is easy to see that a farmer is 
going to be much more convinced of 
the quality of a pump which is hooked 
up with a well and operated before 
his eyes. 








Arranged for heavy gift selling, the interior of the Bernard and Grunning 
Jewelry Store in New Orleans will soon look different—for there will be a 
section for heavy selling of radios as gifts. 


And Now the Jewelry Stores... 


LECTRIC appliances will »oon 

crop up in many varieties of 
stores — super markets, drug stores, 
paint houses—all anxious to cash in 
on the lush dollars of the first big buy- 
ing splurge; but none of these is more 
out-of-the-way than one store in New 
Orleans which plans to push radios 
heavily: the Bernard and Grunning 
Jewelry Store. Bernard and Grunning 
has worked out a solid selling system 
to merchandise radios as gifts. 

The New Orleans jewelry store 
built an enviable volume of sales for 
its regular merchandise by using this 
method of systematically pushing the 
gift idea—and the idea of itsclf as a 


gift center. Now, under Walter J. 
Grunning, it plans to turn the same 
proven-effective selling system into the 
radio field. 

Walter Grunning has a lot of re- 
spect for the concrete, sellable idea 
as a tool for moving his merchandise. 
He has seen it at work for many years 
in the jewelry ficld before turning to 
electric appliances. 

“We-could say to our customers— 
‘We have bracelets today’,” Grunning 
explains. “That would let them krow 
we had bracelets—but wouldn’t give 
them any reason for buying or for 
coming to Bernard and Grunning if 
they did buy. 
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“But if instead, we present Mrs. 
Customer with an idea, we also pre- 
sent her with a reason for buying the 
bracelet and for buying it at Bernard 
and Grunning. We say to her—'This 
bracelet makes a swell gift for Aunt 
Jane’s birthday.’ That plants an idea, 
a reason for buying, and offers a defi- 
nite use for the merchandise; it also 
tells a reason for coming to Bernard 
and Grunning for it by associating the 
store with the occasion of Aunt Jane’s 
birthday. 

“Maybe Aunt Jane isn’t having a 
birthday. Maybe there is no Aunt 
Jane. So what? So somebody else is 
having a birthday, or having an anni- 
versary. Every day there is some oc- 
casion on which we could all give 
gifts. A friend comes out of the hos- 
pital. A baby is born. A relative has 
a birthday or an anniversary. Maybe 
Uncle Joe just feels like giving Aunt 
Jane a gift. By pushing the gift idea, 
we crystallize Uncle Joe’s feeling, or 
remind a husband that his anniversary 
is coming up soon. There are always 
occasions for gift-giving. We just 
capitalize on them.” 

Walter Grunning believes that the 
same sales pushing will generate radio 
sales. He intends using this proven 
merchandising method — selling an 
idea to sell an item—for moving radios 
off the counters of his second floor 
jewelry store on Canal Street. 

“Just as an idea—the idea of give- 
someone-a-gift—has proven effective 
in selling jewelry, it will, we believe, 
psove effective in moving radios,” he 
points out. 

“You've got to sell an idea to sell a 
radio just as you do to sell a diamond 
ting. Everybody and his salesman 
Joe has used the theme of ‘Listen to 
the football bowl game’ or ‘Hear 
Kostelanetz’ music.’ That appeals to 
the reader’s own need. But maybe 
he doesn’t need a radio, maybe in- 
stead, he needs something to give 
Junior who is going off to college. 
Why not offer him a radio as a gift 
suggestion?” 

The Bernard and Grunning store 
is departmentalized to follow his gift- 
sales credo. Separate sections plug 
“Gifts for baby;” “Gifts for the 
home;” “Personal gifts;” and a host 
of others. Now there will be a com- 
pletely revamped “Gifts for the home” 
section. In it radios will be featured 
strongly. 

The New Orleans jewelry store has 
already begun advertising, using tie-in 
space run at the bottom of large-size 
newspaper insertions of the manufac- 
turers. Soon — when merchandise 
comes in—Bernard and Grunning will 
begin its own advertising or radios, us- 
ing its own proven gift theme. 
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Walter Grunning realizes that he 
won't need any special gimmicks to 
move the first radios which arrive. He 
takes, however, a longer view—to a 
t'me when appliance selling will rcally 
be selling again. And he has an idea 
to sell along with his radios when that 
cay comes. 
Third Down Payment 


Plan Recommended 
(Continued from page 29) 





care of the service calls from their 
cld customers. They have had to re- 
fuse calls from others. 

At the beginning fo the war, they 
had two refrigeration service men and 
two electrical service men. During 
the last half they had one refrigera- 
ation man in the town, so they gave 
the commercial refrigeration an A-l 
priority and then serviced customers 
who had previously bought from 
them. 

Both REA and Union Electric 
lines are in competition in the rural 
areas around Washington, and the 
result is that farmers for miles around 
are signing up. Many of these wir- 
ing jobs are being done by Kruel’s, and 
this has proved to be a profitable oper- 
ation. 

In Washington, a factory town of 
about 7,000, more than 70 per cent 
of the residents are home owners 
with steady jobs which will be un- 
affected by reconversion. 

To the list of prospects obtained 
from rural wiring contracts, they have 
added their old customers. To this 
has been added others who either 
have used their service or have made 
inquiries. 

This forms a complete active pros- 
pect list to which they send informa- 
tion to let them know they are con- 
sidered prospects. 

First news of refrigerators and 
electric stoves was sent to each one 
personally. 

They have handled a line of com- 
mercial refrigeration for sometime, and 
they find this a source of prospective 
customers for their domestic lines. 

For instance, when a commercial 
job is sold, it is a good time to find 
out just what the buyer’s domestic 
refrigeration situation is, and whether 
he indicates any interest in an auto- 
matic washer, an electric range, or any 
other appliance. 

Kruel’s Sales and Service Company 
expects to get into a complete new 
building by the time merchandise is 
flowing steadily and all its personnel 
is back from the wars. 

The sales and display floor in the 
new building will be the largest in 
Washington, and in addition to the 
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gencral sales floor, much of the mer- 
chandise will be displayed in booths 
where customers can be taken and 
where the conversations can be pri- 
vate. 

Each size and make of washing ma- 
chine will be displayed in separate 
booths. Refrigerators will have a 
booth, and electric ranges and associat- 
ed appliances will be displayed in a 
booth. 

“One of the points that we are go- 
ing to stress in the selling of appli- 
ances,” Mr. Bleckmann said, “‘is serv- 
ice. Our service on the units we sell 
is going to be the best and the fastest 
that can be found.” 





Training the Salesmen 


For the Job Ahead 
(Continued from page 25) 


space for appliance showings are made 
in conferences between the interested 
executives. Interior display is kept 
fresh and attractive by frequent re- 
arrangement and replacements. 

Electrical appliances have a pre 
ferred location, on Burdine’s fifth 
floor, opposite the elevator bank. Sub- 
ject to later change, of course, a con- 
templated space-assignment gives the 
small and major appliances 600 square 
feet and 3,000 square feet, respec 
tively. 

The store began its appliance-sell- 
ing campaign with a six-column, page- 
length newspaper “broadside” on Oc 
tober 3. This advertisement told pros- 
pective customers that as soon as ap- 
pliances were available, Burdine’s 
would have them, and suggested that 
interested buyers place advance orders 
to insure “priority” delivery. Based 
on manufacturers’ forecasts, delivery 
on some appliances could be expected 
in 60 to 90 days. The store already 
has samples of some major and minor 
items. 

Advance orders are customer-signed 
but no deposit is accepted. After an 
order is entered, the customer’s copy 
is returned by mail, accompanied 
a “Thank you” letter. When delivery, 
based on the “priority” listing of the 
appliance wanted, is ready to be made, 
the customer is notified by telephone. 
If she elects to refuse or to defer de 
livery, the item is assigned to the 
next buyer on the list. 

The response to this “opening gun” 
in the campaign was immediate, high- 
ly satisfactory, and well-sustained. Ad- 
vance orders have been received in 
generous numbers, thus, building up 
a nice backlog for near-term delivery. 

As to how long the current demand 
for electrical appliances may be ex- 
pected to continue at its present pace, 
neither Mr. Gahr nor his section man- 
agers would hazard a prediction. 
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Unusual Opportunities Ahead 
Promoting “Package Kitchens” 


HE HUGE anticipated building 
boom offers an excellent oppor- 
tunity for dealers to put “package” 


electrical kitchens into every home 
through the cooperation of the archi- 
tects and contractors, declares Wilbur 
Curtis, owner of Wilbur Curtis Co., 
at 7 North Third, Memphis, Tenn. 
Mr. Curtis is going after the kitchen 
trade with emphasis on “package” kit- 
chen promotion. 

He believes kitchens, completely 
electric, offer a tremendous opportun- 
ity for the postwar dealer. He is defi- 
nitely sold on the idea, and has taken 
steps to sell the public on the new 
kitchen. 

“Most cities are facing a building 
boom just as soon as materials can be 
obtained, and Memphis is no excep- 
tion. I intend to see that every per- 
son in Memphis who intends to build 
a new home in the next five years has 
the opportunity to obtain an electrical 
kitchen,” he states. 

Just how is he going about that? 

_ It’s really quite simple—and effec- 
tive. It’s the direct sales approach. 

Mr. Curtis has made arrangements 
with three prominent building con- 
tractors and architects to stress the 
advantages of “complete package” 
kitchen appliances. And he hopes to 
tuake the same business tie-up with 
at least three more persons in the 
construction field. 


“I believe the best time to sell a 
complete kitchen is before the kitchen 
is built,” Mr. Curtis explains. “Once 
the kitchen is built, a stove and re- 


A general view is shown here of the 
well-arranged display room at Wilbur 
Curtis Co. This floor soon will have a 
complete electrical kitchen installed 
for demonstration purposes. 


f-igerator installed, cabinets con- 
structed, and other features arranged 
te suit the housewife, it’s hard to get 
the average person to switch complete- 
ly to the ‘package’ kitchen. First, 
there is the matter of unusual expense, 
which many may think is unnecessary 
when units in the kitchen are already 
giving adequate service. Second, there 
is the frequent impossibility of put- 
ting a ‘package’ kitchen in a room that 
simply wasn’t designed for it in the 
first place. 

“Women building new homes are 
usually more concerned with their new 
kitchen than with any other room. 
They want a clean kitchen, and one 
that’s pretty and convenient beeause 
they are going to spend the majority 
of their hours in the kitchen. 

“The architect or building contrac- 
tor is in on ‘the ground floor’, so to 
speak. He can be a powerful factor 
in getting the home builder to install 
a kitchen that is completely electric. 
It’s so simple when he can show them 
on blueprints exactly where the re- 
frigerator, range, laundry equipment, 
garbage disposal unit, ironer, sink, 
etc., will be situated—and all without 
wasted space. 

“Of course, we are going to share 





Mr. Curtis (right) and his partner, James I. Collins, proudly show a new 

refrigerator to a prospective customer at the Wilbur Curtis Co., in Memphis, 

Tenn. Note the blueprint above for a “package” kitchen which Mr. Curtis 
is planning to emphasize in a big way. 
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our profits with these contractors to 
some extent. But we are glad to do 
it. We are counting upon them to 
be important salesmen.” 

And just to prove that the Curtis 
idea is paying off, he reveals that he 
has already arranged tor installation 
of about 50 such “package” kitchens 
when they become available. That's 
a lot of business for any appliance 
dealer. One contractor came in the 
other day and inquired about the pos- 
sibility of installing 17 such kitchens. 

Mr. Curtis is fortunate in having 
an excellent downtown business lo- 
cation. He is making full use of mer- 
chandise display opportunities to at- 
tract the passing parade and stimulate 
sales, too. 

Last year he arranged a particularly 
effective Christmas window display— 
one that created much comment. A 
large, gleaming white refrigerator 
dominated the window, and the or- 
ders came in by droves. 

Mr. Curtis has been accepting or- 
ders right along. He’s been handling 
them the simple and easy way—first 
come, first served. “It’s a cut-and- 
dried proposition,” he says. By play- 
ing no favorites, he’s avoiding future 
headaches, he believes. All it takes 
for a customer to be assured of an 
appliance from Mr. Curtis is a deposit. 
He is requiring that. 

As a further sales stimulant for 
the “package” kitchen, Mr. Curtis is 
going to install a complete kitchen in 
his store and conduct periodic demon- 
strations. 

“Women like to see exactly what an 
appliance will do,” Mr. Curtis has 
found. “We are going to advertise 
demonstrations, let the women see 
how the automatic washer will do 
away with laundry drudgery. We in- 
tend to have cooking demonstrations, 
actually let them see how easily a meal 
czn be prepared and how clean the 
electric range is left after the meal is 
cooked. 

“The electric range, automatic 
washer, and refrigerator are going to 
spearhead our sales program. With 
the range and refrigerator as the cen- 
te: of our complete kitchen, we are 
confident we can build a sound and 
profitable business for the period that 
will follow the postwar sales boom. 

“Cleanliness, comfort, and _prac- 
ticality are going to be our main sell- 
ing points.” 

Mr. Curtis knows that for some 
time at least, individual units are zoing 
to out-sell the “package” kitchen. But 
he also is confident that the day is 
coming when the trend will be re- 
versed. 


Mr. Curtis is also testing the 
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Wilbur Curtis, well known photo- 
grapher before switching to the 
electrical appliance field, now uses 
his camera as a sales stimulant and 
builder of goodwill. Customers who 
buy major appliances are given 
pictures like the above. Mr. Curtis 
keeps a print for the store to show 
prospective customers; one print 
goes to the distributor. 


novel idea of using photography as a 
sales stimulant. Prior to opening his 
appliance store in December 1944 he 
was one of the better known Memphis 
photographers. When Mr. Curtis, 
with James I. Collins, an experienced 
former electrical engineer, as his part- 
ner, entered the new field, he wanted 
to test something unusual as a sales 
stimulant. He decided to combine 
his old field and his new and use 
photography as a tie-in with actual 
sales. 

“The whole idea behind the photo- 
graphic approach is simply this,” 
Mr. Curtis explains. ‘Nearly every 
woman likes to see her picture and 
when she has the opportunity to get 
a picture free showing her new re- 
frigerator or range—well, she is going 
to accept. 

“So now when we sell and deliver 
a major appliance, we offer to take a 
picture of the customer standing 
proudly beside the new appliance in 
her kitchen. Three prints are made 
—one for the customer, one for our 
personal files we use to show other 
prospective customers, and one for 
use of the distributor. 

“Frankly, it’s an appeal to the cus- 
tomer’s vanity. We think it’s going 
to pay good dividends in more ways 
than one. Actually, the cost is very 
small. I do the photography myself. 
Any appliance dealer with a camera 
and a little practice could do the 
same.” 

While it’s too early yet to deter- 
mine how much effect sales photo- 
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giaphy has had on his appliance busi- 
ness, one thing is certain: customers 
are going away pleased and the good- 
will he has created with his camera 
is certain to result in some return 
business. 

Mr. Curtis sees tremendous sales 
opportunities for the live-awake dealer. 

“We are standing on the thresh- 
old of a broad market bulging with 
buying power,” Mr. Curtis declares. 
“This buying power, cut off during 
tliree years of war from exposure to 
salesmen, stands like a mob waiting 
to get into the bleachers for a World 
Series ™ ready to overrun and ab- 
sorb all that industry can produce for 
many years to come. 

“We are entering a new era of scll- 
ing—selling that will not be limited 
to narrow competitive concepts. We 
can look forward to an era of selling 
to markets that are almost unlimited, 
with needs that stretch beyond the 
imagination. 

“To us in the refrigerator and elec- 
trical appliance business, there is the 
greatest opportunity, the greatest de- 
mand for our products that has cver 
been known. And while it is true 
that some appliances will in a large 
measure sell themselves, the appli- 
ance dealer who is intending to stay 
in the business must prepare for the 
day when selling may not be quite so 
easy as it is now. 

“That’s why we are putting into 
use sales ideas calculated to pay off 
over the years.” 





It’s an Electrical Market 


Six of the eight “‘top-priority” items 
most home owners intend to buy 
when they are available again in quan- 
tity are electrical. They are irons, 
ranges, refrigerators, radios, vacuum 
cleaners and washing machines, ac- 
cording to consumer surveys. 


Robot Pilot on the Jump 


The electronic automatic pilot 1s 
capable of making as many as 300 
flight corrections a minute. 


Electronic Rat Trap 

The electronic era may be “rough 
on rats.” Soon to be placed on the 
market will be an electronic rat trap. 


Automatic Headlight Dimmer 

Electronic equipment, utilizing the 
electric eye to dim headlights auto 
matically, has been designed for au 
tomobiles. 


36-Volt, 6-Ounce Battery 


A 36-volt storage battery used in 
gyro controls and walkie talkies weighs 
only six ounces. 
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Reconverting Electric Motors 
To Peace-Time Operation 


O AID industrial electrical main- 
tenance men in getting their 
equipment back into peactime produc- 
tion, the Allis‘Chalmers Mfg. Co., of 
Milwaukee, Wisconsin, has prepared a 
“reconversion inventory check list” 
for electric motors. 

As industrial plants reconvert to 
a peacetime basis, many maintenance 
engineers may have to determine, 
more quickly than such a job has ever 
been done before, the exact condition 
of every piece of existing equipment 
to be used in peacetime production. 
The maintenance engineer will want 
to classify his electric motors as fol- 
lows: okay as is; needs repair or new 
parts; will shortly require replacement; 
needs reapplication. 

The best plan of obtaining this in- 
formation is to prepare a motor in- 
ventory, using survey sheets such as 
the one offered by Allis-Chalmers 
Mfg. Co., and shown in the accom- 
panying illustration. This will guide 
you quickly to the units which most 
need attention. Written records and 
the mental recollection of foremen 
and operators are the source of this 
information. 

Check the master maintenance rec- 
ords (though in most plants this file 
is out-of-date and incomplete, because 
of wartime pressure on production); 
and get reports from foremen (in a 
small plant, it may be possible to in- 
terview each man; in a large plant, it 
may be more efficient to distribute 
blank forms, such as the “Motor 
Check List.”’) 

Look into the service to which the 
motor has been subjected in wartime: 
has it been overloaded? underloaded? 
worked three shifts daily? allowed to 
go to work in spray, steam, flood, 
acids? has it had mechanical injury? 
has it stood idle, collecting moisture 
and dirt? 

_ Knowing the answers to these ques- 
tions will help you spot motors that 
May soon give you trouble . . . you can 
start your inventory there. 

_All new motors built during war- 
time, under WPB limitation orders, 
contain minimum amounts of critical 
materials. Thus, unlike many prewar 
motors, they have been incapable of 
withstanding continued overload oper- 
ation in the way you’ve come to expect 
high-grade American motors to do. 





Moreover, you've had to take motors 
at the ratings you could get, without 
much regard to the exact requirements 
of the application. Thus, many motors 
have been running harder and at high- 
er temperatures than nameplate rat- 
ings call for. Obvious result of this 
combination of factors is shortened 
insulation life. So — expect troubic 
where wartime motors are misapplied. 

Obviously, the easiest and most 


RECONVERSION INVENTORY CHECK LIST 
FOR ELECTRIC MOTORS toorosecapecsaction weve porto know 


Your notations on this sheet will help speed the job. 


the dition of our 





(USE SEPARATE SHEET FOR EACH MOTOR IN YOUR DEPARTMENT) 


Motor number Type 


Approx. date of purchase ’ 


1. History of Motor 


DD Severe 
MAINTENANCE RECORD 

C1) Kept clean CD Let go 
eo Kept oiled OO Let go 


MOISTURE CONDITIONS 
Motor has had to operate in 
0 Spray [J Steam [J Flood 
HAS MOTOR STOOD IDLE? 
(0 No ( Yes—how long? 
HAS MOTOR HAD 
MECHANICAL INJURY? 


(] Severe 
Remarks... 


AIR GAPS 
C) Uniform 


(J Accidental impact ROTOR 

(CD Over-tight belts 0 OK 

0 Misalignment ne 
Abrasion 


FAILED TO START? 


TEMPERATURE RISE — 
MOTOR 


Nameplate rating........ Actual 
(Figured from 40°C ambient un- 
less otherwise specified) 











Signed 


TEMPERATURE—BEARINGS 


z hina [er °C (Usually should not [) OK C) Slightly flaked 
apn 1D exceed 96°C) [) Very bad 
D Per rating [) Over oO Under VIBRATION INSULATION (Megger test) 
DUTY CYCLE C) Severe C) Moderate Rated ER sccincccninecus 
DO lehift daily O2 03] NOSE (HUM) BEARINGS — Anti-friction 


C) Moderate t OK 


NOISE (KNOCKING) 
“] Moderate - OK 


3. Detailed Inspection 


(0 More than 20% variation 


1 Once () Occasionally oO — () Severe Probable cause... nen 
(1 Often — out of service Corrosion AIR VENTS and COIL ENDS 
RUN HOT? C) Moderate 0 ets 1 OK [] Need cleaning 
(CO Continually [) Occasionally | Damage from overheating COILS 
Remarks spin () Moderate 0 Severe [) OK [] Damaged 

7 ecsoccesierwevapeesen Damage to bars (cage motor) Reaadin 

nee seine alesis (CD Leose (C) Broken 
eo ee ROTOR BANDS 
‘ 0 OK (CD Slightly loose 

2. Operating Cj Very bed 
VOLTAGE (Motor vs. line) | DOt@----------0eeeer-er-ee----- Signed 
Rated Actual TO BE FILLED OUT BY ELECTRICAL DEPARTMENT 
FREQUENCY (Motor vs. line) Appraisal 
Rated....... Actual 0 Motor OK for this use [ OK for other assignment 
RPM Where?.. 
Rated.................. Actual Type of motor needed to replace this one on this job 


Parts needed immediately . ance 
Repairs needed immediately 


Remarks: 


practical measure of a motor’s present 
condition is the way it is now oper- 
ating. You can’t learn all you need to 
know about its probable future per- 
formance by observing it in use, but 
a motor does reveal certain symptoms 
of trouble while doing its job. 

Check the power line voltage and 
frequency and compare with the volt- 
age and frequency of the motor as 
stated on the nameplate. To perform 
properly, a motor must be supplied 
from a line whose characteristics cor- 
respond with those for which the mo- 
tor was designed. 

Check rpm—hand revolution count- 
er makes this easy. Just remove cap, 
hold counter against end of shaft, and 
take a timed reading; compare with 
nameplate rating. 

Take temperature readings — not 
by the “blistered hand” or “touch 





ee TE Nn 
Dept. evstietnntineinnaateontlp 
Return completed form io 


Not later than 


Peececcnccam 








HP (nameplate rating ) 


Location and service 


INSULATION 


C) Need replacement 


BEARINGS — Sleeve 
C) Slightly worn 
[) Badly worn, need replacement 


COMMUTATOR 
0 OK Dirty 
[] High Mica 

C) Insufficient undercut 
BRUSH POSITION 

(1 OK 0 NG 
BRUSHES 

[ OK 

CJ Worn, need replacement 
C) Spark badly 


(- Rough 

















Date 





“Reconversion inventory check list” 


for electric motors which Allis- 


Chalmers Mfg. Co. has prepared for the use of industrial maintenance 
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engineers to help them get equipment back into peace-time operation. 
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and yell” system, but accurately, with 
thermometers. Find the temperature 
ef the motor by taping or cementing 
thermometer to the stator iron — take 
the reading, and add 15° C. (the 
difference between the temperature on 
the outside surface and the possible 
temperature of the hottest part in- 
side.) 

Compare motor temperature with 
temperature rise rating on the name- 
plate. Normally a 40° rise is consid- 
ered acceptable; top temperature 
usually should not exceed 80° C. 

Take the temperature of bearings 
either by taping or cementing thermo- 
meter to the bearing housing, or by 
inserting it into the oil well. In gen- 
eral, maximum safe bearing tempera- 
ture is 96° C. (Bronze bearings may 
take somewhat higher temperature 
safely. When in doubt, consult motor 
manufacturer.) 

Listen for excessive hum. May be 
caused by uneven air gap, and may 
call for replacement of bearings. Or 
it may be caused by loose laminations 
or unbalanced rotor. Note this hum 
while inspecting motor in operation; 
check for cause later, while making 
inspection of parts. 

Note vibration. If excessive, this 
may be caused by either misalignment 
between shafts of motor and driven 
machine, or through transmission of 
vibration in driven machine to the 
motor. Run motor disconnected for 
check. If vibration follows motor re- 
pair, it’s probably due to out-of 
balance rotor. 

Listen for rapid knocking. Ma 
be caused by misalignment, wit 
shoulder of shaft pounding against 
bearing end; realign set . . . and note 
this knock, check bearings when mak- 
ing inspection of parts. 

If excessive vibration, knock, or 
squeal follows re-assembly of motor, 
cause may be incorrect axial adjust- 
ment for float. 

Look for excessive sparking of 
brushes. Check for cause when motor 
is taken down for inspection. 


Careful Inspection Justified 


If time permits, you'll want to 
give detailed inspection to every motor 
that’s been in strenuous service these 
past years. (You may be able to work 
this into your regular production 
schedule. Set up a system so that the 
electrical department may be noti- 
fied whenever a machine is to be 
down. Dis-assembly and inspection of 
motors can be done then.) 

And in cases where history of the 
motor or its operating characteristics 
indicate the likelihood of present or 
future trouble, you'll surely want to 
take a closc 'ook at the parts them- 
selves. 
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A. First, disconnect motor leads 
and uncouple motor from driven unit. 

B. Then, if excessive hum was noted 
while motor was in operation, use feel- 
er gauge to check air gaps between 
rotor and stator. Difference of more 
than 20% indicates overworn bear- 
ings, sleeves, or journals. Check bear- 
ings as indicated below. 

C. Remove end housing and lift 
rotor out, using a sling if rotor weighs 
over 75 pounds. If rotor is dirty, clean 
it with air hose (pressure not over 
30 Ibs.), bellows, or vacuum cleaner, 
or swab it with non-inflammable 
solvent. 

D. Inspect rotor for abrasion; cor- 
rosion; discoloration (caused by over- 
heating). In squirrel cage motor, check 
also for loose or broken rotor bars. 

E. If rotor or armature is the wound 
type, check for loose banding. If any 
looseness is noted, band with new wire 
before putting motor back in service. 
If band assembly has not failed ex- 
tensively—perhaps only a solder fail- 
ure at one or two clips—repair can 
usually be affected simply by resol- 
dering. Major rebanding, however, is 
a job for experts. 

F. Check insulation. As motors 
get older, or as they operate con- 
tinuously at high temperatures, insu- 
lation on coils tends to become brit- 
tle. It may start flaking off, cutting 
its insulating value. This may not 
affect motor performance seriously ex- 
cept that it may lead to short cir- 
cuits or grounds, excessive vibration 
(out-of-balance rotor), or clogging of 
the air vents (leading to overheating) 
or abrasive wear from fallen particles. 
So—check insulation visually . . . see 
whether pieces of insulation have torn 
or flaked off . . . and also make a 
megger (megohmeter) test. For a 
clean, dry motor at 75° C, insulation 
resistance in megohms, according to 
the American Standards Association, 
may be found by the formula: 


Rated voltage of motor 
Rating in KVA+ 1000 
100 





— Insulation Resistance 
In Megohms 


G. Check bearings. To remove ball 
bearings, use a puller, applying pres- 
sure to the inner race only, main- 
taining uniform pull all around, to 
avoid distorting the bore of the race. 

Check bearings for excessive wear, 
scoring, or pitting. 

To examine anti-friction bearings, 
first clean them thoroughly with kero- 
sene to remove all old grease and dirt 
particles; then hold inner race and 
rotate outer race, feeling for roughness 
of action and listening for noise. 


Inspect sleeve bearing clearance 


with feeler gauge. Normal clearances 
may be computed this way: take 
0.003” as the basic tolerance . . . then 
add 0.001” for each inch of shaft jour- 
nal diameter. Inspect journal surfaces; 
if scoring seems excessive, consider 
replacing. 

If bearing shows no excessive wear, 
the hum of the motor in action may 
result from out-of-balance rotor or 
armature. Check this on parallel bars. 

After reassembling okay bearings, 
replace lubricant of grade recom- 
mended by manufacturer. 

H. Now track down that sparking. 
You've checked your power source for 
proper voltage, and for overload, so it 
can’t be that. Other causes may be: 
shorts between coils or grounds; 
roughness of—or dirt on—the commu- 
tator face and in undercuts between 
bars; or high mica. Spot the trouble 
and it can be fixed, to ready this motor 
reconversion. 

Other causes may be: incorrect posi- 
tioning of brush rigging, insufficient 
or unequal brush pressure; brush 
holder brackets out of line; open cir- 
cuit or loose connection in the arma- 
ture or commutator necks. Measure 
spring tension on the brushes with a 
small spring scale. 

When it’s right, this is between 2 
and 2% pounds per square inch of 
brush, for commutator brushes, and 
2% to 3¥%2 pounds per square inch on 
collector rings. Proper brush position 
is determined at the factory. Fach 
motor has one mark on the brush 
rocker arm and one or two marks on 
the housing. (If operating position is 
neutral, you'll find only one mark on 
the housing.) If operating position is 
other than neutral, the additional 
mark on the housing is directly oppo- 
site the one on the brush rocker 
arm. This is the correct operating po- 
sition. The other marked position is 
the neutral. If the direction of rota- 
tion is changed for reconversion, and 
the brushes should be rocked back to 
the neutral position or to a position 
giving desired lation for this 
changed rotation; this is as important 
as making the external changes to re- 
verse rotation. 

J. Check mechanical condition of 
parts. Are vents closed or partly 
clogged? Are coil ends dirt-laden? 
Clean ’em out, and consider ways to 
protect motor on this job from this 
hazard, or assign regular cleaning 
schedule. Are coils damaged? Better 
send back to the manufacturer for 
repairs. 

With all the facts in hand—history, 
operating characteristics, condition .of 
parts—your electrical department will 
be best prepared to assign this motor 
to its new role in reconverted produc 
tion. 
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UNDERGROUND PROBLEMS SOLVED BY BOARD 


By F. J. Baker* 


ECAUSE of the rapid load 
changes and load increases ex- 
pected on the Chattanooga a-c under- 
ground network system after the relax- 
ation of wartime controls, and because 
it was felt necessary to have available 
a ready ‘means of checking the short 
circuit conditions during _ these 
changes and additions, it was decided 
to construct a calculating board solely 
for the underground system. 

After some study on the mattcr. 
and profiting by the work already 
done at Nashville and St. Louis on 
calculating boards of similar character, 
it was decided that such a_ board 
could be constructed at a reasonable 
cost and could be expected to give 
accurate results within practical limits. 

Accordingly the author designed 
and built the direct-current operated 


*Mr. Baker is underground engi- 
neer for the Electric Power Board 
of Chattanooga, Tennessee. 





calculating board described herein. 
The board, since it has been in oper- 
ation, has proved of great value in 
providing quick answers to some in- 
volved problems. 

As can be seen from the accom- 
panying photograph, the board is de- 
signed in the form of a large scale 
map (1 inch equals 50 feet) of the 
underground network system where 
the transformer vaults, manholes, and 
circuits are shown in their true rela- 
tions. This facilitates the speed with 
which problems can be set up and 
provides a comprehensive overall view 
of all the elements of the network 
pertinent to the problem being worked 
out. All the equipment is assembled 
on a 6 ft. by 10 ft. Micarta panel 4 
inch thick supported in the conven- 
tional manner on 1%-inch pipe stand- 
ards. All instruments and controlling 
apparatus are grouped at one point. 
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All resistor elements represcuting 
the transformers, conductor sections, 
and load units are 2-watt RMA type 
carbon resistors ground up to their 
desired value with an ordinary portable 
emery wheel. These resistor units are 
light in weight and are entirely self 
supporting when connected from jack 
to jack with the terminal wires at- 
tached. In order to keep the losses 
well within the dissipating capacity 
of the resistors a scale of one milli- 
ampere on the board being equal to 
1,000 amperes in the actual network 
was adopted. 

Standard Weston Model 640 in- 
struments were used with suitable 
multiplying resistors and shunts for 


Overall view of Chattanooga Elec- 
tric Power Board’s underground 
network system calculating board. 
It provides quick answers to in- 
volved problems on motor starting 
currents, voltage drops, etc. 

















Close-up view of instruments and 
controlling apparatus. 


the voltmeter and ammeter. A short 
jack to accommodate the standard 
47A and 47B Western Electric phone 
plugs were used throughout. Heavy 
duty lever key switches were used for 
all controls. The board is supplied 
with two 13¥2 volt dry batteries with 
a voltage ratio of 1 volt on the cal- 
culating board being equal to 10 volts 
in the actual network. 

One of the 13¥2 volt batteries sup- 
plies the board network through the 
controlling rheostats and the three 
primary cable circuits. 

The other 13¥2 volt battery sup- 
plies the voltmeter. Since the volt- 
meter would draw from the board net- 
work what would be equivalent to ap- 
proximately 1,500 amperes, it is nec- 
essary to supply it from a separate 
source. The voltage across the volt- 
meter is regulated by means of two 
theostats. Voltage across the volt- 
meter is compared with voltage at any 
desired point of the network through 
the galvanometer, and a flexible jump- 
er plugged in at the voltmeter jack 
and at the point in question. Zero 
reading on the galvanometer, of 
course, indicates that the voltmeter is 
registering the voltage of the point 
on the network. A protective resistor 
is shorted out by means of a push 
button switch before the final ad- 
justments of the voltmeter is made. 

The ammeter, too, will introduce 
errors when it is inserted in the net- 
work and it also is provided with 
a single dry cell to supply its losses. 
The errors introduced by the am- 
meter are small, however, never ex- 
ceeding 5 per cent depending upon 
the scale used and the location in 
which it is inserted into the network. 
Since the voltmeter requires shorted 
plugs for its connection to the net- 
work and the ammeter requires open 
circuit plugs, the two types of plugs 
are distinguished by red and_ black 
colored shells. 
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The board is provided with spare 
transformer and load units which can 
be connected to the network at any 
desired point by means of the proper 
jumpers. 

The board was originally construct- 
cd using wire wound rheostats at some 
points. These rheostats gave consid- 
crable trouble, necessitating frequent 
cleaning due to dust and oxidation. 
Stepless dust-proof carbon rheostais 
have since been substituted with a 
great improvement in smooth, quick 
adjustments. 


Cooperative Program 
Offers Dealer Aids 
(Continued from page 26) 


follow-up system. 

“We also propose some supporting 
company activities, such as: 

“a. Occasional heavy duty appliance 
displays in our company stores, promi- 
nently listing name and location of 
cooperating dealers. 

“bh. Conduct for dealer, local dem- 
onstrations to be scheduled at schools, 
church meetings, and similar gather- 
ings. 

“c. Conduct scheduled demonstra- 
tions for dealer-selected prospects to 
be held in the company’s kitchen. 

“d. Conduct demonstration in the 
home of dealer’s customer on appli- 
ances requiring such service for satis- 
factory use. 

“e. Tie the dealer into spot and 
other radio programs when they are 
directed towards the sale of appliances. 

“f{. Provide dealer sales counselors 
charged with exclusive duty of helping 





the dealer to expand and make his 
business profitable. 
“The company recommends that: 


“The merchandising policies of util 
ities should provide equal opportuni- 
ties for dealers to sell any makes of 
appliances sold by utilitics. 

“Appliance sales should be made 
on the basis of fair and open compe- 
tition, this being in the interest of 
the public, of appliance manufactur- 
ers, and of all those engaged in the 
distribution of appliances at whole- 
sale or retail. . 

“Appliances offered for sale should 
be of a quality which will result in 
safe, dependable, and efficient opera- 
tion. 

“To assure a maximum of customer 
satisfaction, adequate maintenance 
service should be made available. 

“Electric utilities should plan their 
appliance sales operations so as to 
encourage maximum volume by all 
outlets. Special emphasis will be 
placed on appliances and equipment 
not having adequate customer accept- 
ance. 

“In planning special offers or sales 
inducements, the electric company 
should have in mind the importance 
of making it possible for retailers to 
join in, thus stimulating their mer- 
chandising activities. 

“Advertising and displays should, so 
far as is practicable, recognize and sup- 
port the retailers. 

“Deferred payment plans applica- 
ble to appliances should be economi- 
cally sound, and within the financing 
terms available to retailers.” 
































“He’s been working like a beaver all morning, but I sure wish he was awake!” 


ELECTRICAL SOUTH for DECEMBER, 1945 





0s, 2a 












ere? 


rae 


Fe 











er 


cir 
to 
all 


ica- 
mi- 
ing 


y 








ke!” 


oor — oer. 


FER Mpa om 


(oR ee 


| 










Joint Pole Line Construction 





To Aid Rural Electrification 


By H. J. Scholz* and 
F. M. Craft* 


RIOR to the war, the Power and 

Telephone Companies had ex- 
tensive programs under way for ex- 
tending service into rural areas. ‘This 
work was temporarily curtailed during 
the war due to the necessity of using 
critical materials and manpower in the 
war effort. With the end of the war 
and the availability of material, the 
Power and Telephone Utilities are 
rapidly resuming the extension of their 
lines to serve many more rural homes. 
Although many new economies in 
construction will be employed, this 
expansion program will entail expen- 
ditures of large sums by both the 
Telephone and Power Companies. 

The Telephone and Power Com- 
panies have been searching intensively 
for means whereby their services may 
be provided within the economic 
reach of more rural families. One im- 
portant requirement to the attainment 
of this goal is the development of less 
costly methods of communication and 
power line construction without ex- 
cessive maintenance expense so that 
the pole lincs may be extended still 
further into the more sparsely settled 
areas. 

Since the Commonwealth and 
Southern Corporation in the South 
and the Southern Bell Telephone and 
Telegraph Company operate in the 
same rural territories, characterized by 
laige areas and relatively low customer 
density, it was natural for them to 
collaborate in surveying these areas 
and to devise ways and means by 
which they could extend service to 
more people living in such areas. 

Joint pole line construction is not 
new to these companies, as it has been 
extensively employed in the urban 
distribution plant for many years. 
Heretofore, for several reasons, it has 
not generally been considered practic- 
able to construct jointly used rural 
lines. Recent developments, how- 
ever, in both the power and commun- 
ication fields, have reached the point 
where it may be practicable and eco- 





* Mr. Scholz is supervising engineer for 
the Commonwealth and Southern 
Corp., Birmingham, Ala. Mr. Craft is 
chief engineer, Southern Bell Tel. and 
Tel. Co., Atlanta, Ga. 





Fig. 1: Typical power pole after 

telephone circuits were added, show- 

ing telephone transposition and pro- 

tectors and drainage unit mounted 
on crossarm. 


nomical to construct jointly used pole 
lines for rural service. Some of the 
developments which now tend to 
make this type of construction feas- 
ible are mentioned in the following. 

In order to obtain field experience 
in the construction and maintenance 
problems which these developments 
present and to permit tests to deter- 
mine the feasibility of this type of 
construction, a trial installation of 
rural joint use was made in July 1945 
through coordinated efforts of the 
Commonwealth and Southern Cor- 
poration and the Southern Bell Tele- 
phone and Telegraph Company. 

For the purpose of this installation, 
an existing rural powcr line of the 
Alabama Power Company in_ the 


vicinity of Selma, Alabama, serving the 
communities of Radford and Suttle, 
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Alabama, was utilized. The section 
of line selected is approximately six- 
teen miles in length and carries a 
single phase 7.2 kv multi-grounded 
neutral power circuit. 

The line consisted generally of 35 
foot, class 7 poles, with 197 poles in 
the route. It was necessary to replace 
twenty-one poles to secure additional 
ground and roadway clearance. The 
line is situated in the light loading 
area with an average spacing of 435 
feet, and the class 7 poles were of suf- 
ficient strength to support the two 
No. 4 ACSR power wires at least 
eight 109 high strength steel tele- 
phone wires to conform to National 
Electrical Safety Code Grade “C” 
construction. Guying was added at 
corner poles where required to sup- 
port the load imposed on the pole 
structure by the addition of the tele- 
phone wires. Figure 1 shows typical 
pole head configuration. 

A devclopment study of expected 
telephone users was made in the area 
served by the existing power line, and 
it was determined that the expected 
ultimate need would require stringing 
four circuits for a distance of three 
miles, two circuits an additional dis- 
tance of 7.5 miles and one circuit for 
a further additional distance of 5.5 
miles to the end of the route. For the 
purpose of the trial installation, only 
three circuits were placed for the first 
mile and two circuits for the next 3 
miles with one of these extending for 
12 miles more to the end of the route. 
However, crossarms were placed to 
accommodate the expected ultimate 
needs. 

Standard 4-pin, 6-pin and 10-pin 
telephone crossarms were installed in 
the several sections of the line to care 
for the estimated ultimate needs of 
one, two and four circuits respectively. 
These arms have twelve-inch pin 
spacing which was considered neces- 
sary to provide adequate wire separa- 
tions for the spans concerned. In 
order to maintain the required thirty 
inches at mid-span at a temperature of 
the 10-pin and 6-pin crossarms were 
not used; and on the 4-pin crossarms, 
used for an ultimate of one telephone 
circuit, both wires were attached to 
the same end of the arm. 
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Fig. 2: Open space protector showing symmetrical arrangement of 3-electrode 
3000-volt gap. Lead wires may be used interchangeably for connecting to 
ground and to telephone wires. 


lor this type of power circuit, the 
National Electrical Safety Code re- 
quires a minimum vertical separation 
if forty inches at the pole and thirty 
inches at mid-span at a temperature of 
60° F. and no wind. In the case of 
long span construction, however, it is 
also necessary that consideration be 
given to the line of sight between the 
points of attachment of the telephone 
conductors as compared with the low- 
est point of sag of the lowest power 
conductor. This is necessary to guard 
against the possibility of contact dur- 
ing telephone stringing operations and 
maintenance repair work. For this 
trial installation, it was decided to 
maintain the line of sight between the 
points of attachment of the telephone 
wires at a distance of at least five feet 
below the primary power wire at mid- 
span and at least 1.5 feet below the 
neutral power wire at mid-span under 
conditions of initial sag of the power 
wires. To meet these requirements 
the telephone wires were in general 
attached 5.5 feet below the neutral, 
with increased separation being pro- 
vided where required because of 
longer spans. 


Extra Protection Provided 


In addition to the normal protec- 
tion at the subscribers’ stations, sup- 
plementary protection was provided 
by the installation of open space pro- 
tectors (Fig. 2) installed on each tele- 
phone circuit at approximately one- 
half mile intervals. In case of contact 
between the power and telephone 
wires, these protectors will discharge 
to ground at approximately 3,000 
volts. The grounding conductor used 
for the protectors is connected to the 
multi-grounded neutral. Computa- 
tions indicated that, using this arrange- 
ment, the power circuit would be de- 
energized in a very few cycles, in case 
of contact, through operation of the 
power circuit breakers. The coordi- 
nated protective devices in both the 
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tclephone and power supply circuits 
make this installation, from a safety 


standpoint, comparable to joint use 
with lower voltages. 

Since undesirable potentials would 
be impressed on the open wire tele- 
phone circuits due to electric induc- 
tion, it was necessary to give considera- 
tion to some method of drainage in 
order to hold these potentials within 
satisfactory limits. It was decided to 
use a condenser with a balanced mid- 
point tap (.125 mf to mid-point) for 
this purpose. A condenser of this type 
was bridged across each telephone 
circuit at approximately 2.5 mile in- 
tervals with the mid-point grounded 
to the multi-grounded neutral of the 
power system. ‘To avoid serious im- 
pairment in the transmission of the 
telephone circuit, matched 10,000- 
ohm resistances were inserted on each 
side of the ground connection. 
Carbon blocks were installed in parallel 
with the condensers and resistances to 
protect the drainage unit from damage 
due to lightning or power contact. 
Figure 3 illustrates this drainage unit 
as assembled for the trial installation. 


With this drainage arrangement, 
the open circuit voltage to ground on 
the sixteen mile telephone circuit as 
measured at the cable terminal pole 
was approximately 80 volts and 
when connected through the entrance 
cable to the central office, it was fur- 
ther reduced to 40 volts. When the 
circuit was terminated in a balanced 
long line circuit installed at the tele- 
phone central office the induced volt- 
age was again reduced to approximate- 
ly 11 volts. 

During construction the telephone 
wires were laid out on the ground and 
later placed on the crossarm to mini- 
mize the possibility of their being 
flipped up into the power wires. The 
wire reels were grounded throughout 
the pulling operation, and the wire 
was pulled across temporarily ground- 
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ed transposition brackets or across a 
grounded conductor placed temporar- 
ily along the top of the arm at scatter- 
ed points. This was for the purpose 
of reducing to a minimum the induced 
static charge on the telephone con- 
ductors during the pulling-in period. 
S:milar grounds were kept on the wires 
at scattered locations until permanent 
drainage devices could be installed. 


Transposition Scheme 


Transpositions were placed in the 
iclephone circuits in accordance with 
a new transposition design which 
was developed for rural line construc- 
tion and which may also be used on 
other exchange open wire lines. This 
design consists essentially of transpos- 
ing cach pair at every other pole. 
However, in order to limit crosstalk 
between adjacent circuits, the trans- 
positions on any two adjacent pairs 
are “staggered” so as to fall on differ- 
cnt poles. If the poles are numbered 
consecutively, this will result in trans- 
posing one-half of the circuits on the 
even numbered poles and the other 
half on the circuits on the odd num- 
bered poles. To limit crosstalk in non- 
adjacent circuits certain transposi- 
tions are omitted at about two-mile 
intervals. Because of the simplicity 
and uniformity of the design, it can 
he easily laid out and installed by the 
construction forces without requiring 
any specific engineering. In addition, 
it will not be necessary to keep detail- 
ed records of the locations of trans- 
position points, and circuit exten- 
sions may be made by merely continu- 
ing the transposition scheme without 
regard to basic sections. 

In order for this transposition 
scheme to be economically practicable 
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in rural line construction, it was neees- 
sary to develop a relatively inexpensive 
“point” type transposition bracket. 
The new point type bracket is illus- 
trated in Figure 4. Since the length 
ot wire required to transpose with this 
type of bracket is relatively small, for 
span lengths in the range of 450 feet 
the transpositions can be thrown after 
the wire has been tensioned in long 
sections without readjusting the sag. 

Electrically balanced telephone cen- 
tral office equipment and telephone 
sets having very low admittance un- 
balance to ground were used in order 
to minimize the effects of telephone 
unbalances on noise. The sets used 
cn this trial line were equipped with a 
three element cold cathode tube in the 
connection to the ringer which is nor- 
mally grounded. The control gap of 
this tube is bridged across the line and 
the subset ringer is connected through 
the main gap to ground. In the case 
where a telephone subscriber was also 
a power customer, the interconnecting 
of the power and telephone grounds 
provided very low grounding resistance 
thiough the multi-gzounded power 
system neutral, an arrangement which 
is advantageous from both the ringing 
and safety standpoints. Tests indi- 
cated the noise induced on the tele- 
phone circuit to be very low with the 
tube sets and balanced central office 
conditions. 


In conclusion, it appears that this 
joint-use method developed by the 
Commonwealth and Southern Cor- 
poration and the Bell System on this 
line of the Alabama Power Company 
is a technically feasible method of pro- 
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Fig. 3: Drainage unit consists of matched condensers and resistances with 
mid-point grounded. Carbon block protector guards against lightning damage. 


viding both types of rural service in a 
great many cases. It provides a good 
talking circuit. It requires few modi- 
fications of existing equipment and 
these can be quickly installed as soon 
as men and materials are available. It 
will conserve materials and labor. The 
safety requirements both for telephone 
personnel and telephone subscribers 
can be easily met. Channels are al- 
ready established whereby new pro- 
jects can be considcred and cleared, 






























































Fig. 4: New “point” type transposition bracket with wires in place. Insulator 
ties are not required on these brackets. 
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through established coordination com- 
mittees. 

This method will probably not be 
suitable in all types of situations. Cer- 
tain subscriber densities and locations 
may require other methods. Work is 
presently going on with development 
of rural telephone service using cat- 
lier sysetems over power wires. There 
is also the possibility of using carrier 
on the telephone lead and this is be- 
ing investigated. The use of radio 
telephone service is still another pos- 
sibility. All these methods of pro- 
viding telephone service are being con- 
sidered in addition to the familiar 
open wire line and, in some sections, 
buried wire or cable may even supplant 
this. 

While the economics of this parti- 
cular type of construction have not 
Leen fully worked out, it seems to offer 
sufficient promise of having a valuable 
field of application to justify contin- 
ued work and additional trials and ex- 
perience. 


Electronics in Riveting, Too 


Electronic timers on riveting ma- 
chines regulate the number of blows 
necessary to set a satisfactory rivet and 
prevent overdriving. 

A new rechargeable battery for flash- 
lights is said to outlast 400 of the 


usual dry cell type. 


Electrical soil pasteurizers destroy 


weed seeds and disease organisms by 
heating the loam to 140 degrees. 
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Inspectors Study 1946 Code Changes 








At Southern Section 


ORE THAN 185 members and 
guests were registered at the 
17th annual meeting of the Southern 
Section, International Association of 
Electrical Inspectors, in Dallas, Texas, 
October 29-31. Representing the first 
large scale meeting of the section 
since the war began, it provided mem- 
bers with an opportunity to hear dis- 
cussions on revisions in the National 
Electrical Code approved for the 1946 
edition at the recent meeting of Na- 
tional Fire Protection Association’s 
Electrical Commitee. President Ellis 
Knox, of Miami, presided over the 
meeting. 

New officers elected for the coming 
year included the following: president, 
G. M. Ross, Sheffield, Ala.; lst vice- 

resident, M. G. Folkes, Richmond, 

a.; 2nd vice-president, B. Z. Segall, 
New Orleans, La.; and _secretary- 
treasurer, A. M. Miller, Richmond, 
Va. Asheville, N. C., was selected for 
the 1946 meeting, which will be held 
October 14, 15 and 16. 

At the opening session, members 
heard talks by Victor H. Tousley, In- 
ternational secretary; L. P. Dendel, 
International president; Section Presi- 


Section 2116-c-2 now provides that 
either 200 watts per lineal foot or 1 ¥2 
amps per outlet may be used for show 
window calculations. Section 2121-c-1 
will include the use of a new cable 
assembly consisting of two No. 8 and 
one No. 10 for range wiring. The 
cable assembly shall be marked on the 
outside with the conductor sizes. 

The proposed Section 2121-c-2 per- 
taining to taps will not appear in the 
1946 Code. 

A new sentence at the end of Sec- 
tion 2124-b, will require a three-prong 
receptacle to be installed along side of 
each laundry tray. It was brought out, 
however, that this is just one step 
toward safety. This does not mean 
that the grounding terminal of the 
receptacle must be wired too, nor does 
it mean that the washing machine 
must have a three conductor cord 
and three prong plug. The recep- 
tacle will be of a type that will also 
accommodate the use of the regular 
two-prong attachment plug. 

Mr. Stahl stated that since we have 
gone this far, why not require this 


Meeting 


construction in all similar hazardous 
conditions. 

One member asked if he may use 
the neutral conductor to ground the 
washing machine frame. The answer 
was “No.” 

Section 2125-b will take care of 
loads on fluorescent fixtures in refer- 
ence to power factor correction. 

Mr. Stahl wanted to know why the 
code should allow No.,10 for a neutral 
with No. 8 as the hot conductor. Mr. 
Segall answered by saying that electric 
ranges are so designed that it will not 
be possible to overload a No. 10 neu- 
tral conductor. 

Mr. Welman wanted to know if the 
cable will be marked for range use 
only. Some one answered that the 
conductor sizes will be marked on the 
outside of the cable but they did not 
think the cable will be marked for use 
with electric ranges only. 

Mr. Welman was not in favor of 
the cable assembly as it will certainly 
be used for general use. Some marker 
on distinctive color or stripe should 
be used. 
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dent Knox; W. D. Walker, vice- f 

ane ge of I.B.E.W., and B. Z. € 
egall, chairman of the Southern Sec- 

tion Executive Committee. P 

Following other reutine business, a 
such as reports from the various chap- si 
ters, etc., the meeting turned its at- v 
tention to discussion of the 1946 1 
Code revisions. Seated at the speak- tl 
er’s table as a panel of Code experts to tl 
lead the discussion were: V. H. Tous- P: 
ley, L. P. Dendel, R. B. Shepard, H. th 
G. Knoderer, B. Z. Segall, and George 
Welman. Following paragraphs pro- ac 
vide a summary of some of the most SI 
important parts of this discussion. ex 

Mr. Tousley was requested to lead pe 
the discussion on Articles 200 and de 
210. Section 2013 was changed to Se 
clarify the meaning of the rule. 

The proposed Section 2112 on com- 16 
— neutrals will not appcar in the Newly elected officers of the Southern Section, IAEI. Seated, left to right: : 
1946 Code. The rule on color code J. L. Speights, chairman of the executive committee, Richmond; N. 6G. ge: 
as written in the 1940 Code will go Folkes, first vice-president, Richmond; A. M. Miller, secretary, Richmond. we 
back in the 1946 Code. Standing, left to right: E. Cc. Knox, past —— and uenier at 

Section 2113, Voltage, has been gxgentive commluce, Miami BZ Segal soond, vicomresiot ros Bo 


amended to read “not to exceed 300 
volts to ground.” 
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members of the executive committee. G. M. Ross, new president, © 
Sheffield, Ala., is not shown. 
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Mr. Segall was selected to lead the 
discussion on Article 240. The first 
change noted was in section 2403-c, 
where the circuit breaker setting was 
raised from 125 to 150%. 

A slight change was noted in Sec- 
tion 2403-d in reference to fixture 
wire and flexible cord. 

New Section 2405 will require all 
ungrounded conductors to be pro- 
tected with an over-current device. Mr. 
Segall illustrated the reason for this 
change with a diagram on the black- 
board showing what would happen 
with two accidental grounds where 
only two conductors are protected on 
a 3-phase system. 


tr. Tousley stated that this applied: 


only to branch circuits for motors, not 
for runnning protection. 

Section 2453 now places Type “‘S” 
fuses back in the Code without any 
effective date mentioned. 

One member wanted to know if the 
panelboard and cut out manufacturers 
are now building panels and cut outs 
suitable to receive the Type “S” fuse 
without the adapter? Mr. Ingram an- 
swered that he did not know, but now 
that the situation is settled and in 
the code, we will undoubtedly see 
panels and cut outs real soon to receive 
the Type “S” fuse. 

Section 2453-f now provides that 
adapters for Type “‘S’” fuses be so de- 
signed that they cannot be removed 
except with difficulty. The old Code 
permitted adapters without a locking 
device until the effective date set in 
Section 2542. 

Mr. Dendel recalled the discussion 
on Type “S” fuses; he stated that a 
16 to 20 ampere plug fuse was sug- 
gested but it was decided that this 
would only bring on more argument 
at this time which would perhaps lead 
a another setback of the whole situa- 

on. 


After Section 2559 was read, there 


was considerable discussion. The old 
Code would allow the grounding of 
the range frame to the neutral con- 
ductor only with special permission 
from the inspection authorities. The 
new Code will permit this intercon- 
nection without special permission. 


Grounding Problems 


Mr. Dendel stated that on the West 
Coast, this practice has been going on 
for years and he also stated that even 
though we feel that this method of 
grounding is not exactly correct and 
as we would like it to be, the proof of 
the matter is that these people have 
experienced no trouble, so he felt that 
it was the right thing to do. 

Mr. Johnson stated that this meth- 
od would not be permitted in Atlanta. 

Mr. Knox asked if the wiring system 
to the range was in metal construction 
except for a short piece of non-metallic 
cable run from a box to the range; 
would it be also required to ground 
the neutral to the box? The answer 
was “No.” 

This condition looks as though it 
could cause trouble in the event of a 
cross in polarity. One member stated 
that in an installation in his territory 
of a large number of drinking foun- 
tains, he allowed the neutral to be in- 
terconnected with the case of the 
fountain but he also insisted on a 
separate grounding conductor run with 
the other wiring conductors all the 
way back to the service ground elec- 
trode. Mr. Dendel thought this was 
O.K., if the service ground was to be 
a continuous underground water pip- 
ing system. He pointed out that in 
many localities, the earth conditions 
are such that driven electrodes are 
worthless for a ground, no matter how 
many electrodes are installed. 

At this time it was also brought out 
that piping underground on a farm 
from a tank to a building or group of 
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buildings docs not mean a continuous 
underground water piping system in 
the sense of the meaning of the Code. 
This will be taken care of in Article 
300, General Requirements, with the 
words “continuous underground me- 
tallic water piping network system.” 

Mr. Welman wanted to know why 
all the fuss about the grounding of 
water heater frames when they are 
already piped direct to the water sys- 
tem. 

For the discussion of Article 310, 
R. B. Shepard, of Underwriters’ Lab- 
oratories, Inc., was requested to lead 
the discussion. The new table on in- 
sulation will be used for all types of 
conductors, including fixture wire. All 
type “R” conductors will be for 60° 
C., 140° F., which will allow a small 
increase in current carrying capacity 
over the old type “R”. 

Types R, RW, and RU will be 
available in the smaller size conduc- 
tors and RH for No. 6 and over. 

The current capacity of the 60° 
Type R will be equivalent to the old 
type RP and the RH will remain the 
same as the old RH except in the 
smaller sizes. 

Type SN will be treated in the new 
Code as “thermoplastic” or Type T 
Type T will be given more general 
use than was specified in the 1940 
Code. 

Mr. Shepard stated that during the 
war, Underwriters’ Laboratories engi- 
neers visited several war plants and 
made a study of the conductors having 
type “T” insulation. Their findings 
were considered good. 

The total number of conductors in 
raceways will be the same as for Type 
R in the wire tables. It will not be 
permissible to take advantage of the 
smaller diameter of the wire. 

(These discussions of 1946 Code 
revisions will be continued in the 
next and following issues.) 
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ALES OPTIMISM took a front 
seat in the meeting of the Elec- 
tric Light and Power Division, Okla- 
homa Utilities Association, at Tulsa, 
Okla., November 9. Having felt the 
restrictions of war and down-the- 
groove sales of electricity, the division 
group had not met since 1941. But 
at the Tulsa meeting the electric men 
let their hair down to meet a period 
of high-powered competition from 
other fuels and to sell more electricity 
with its old and new applications all 
over again to the public. 

While Oklahoma public utilities 
cannot sell electric equipment and 
appliances, they do go all-out to co- 
operate with dealers, distributors and 
contractors in marketing such mer- 
chandise. Therefore, the delegates 
were intensely interested in talks by 
Warren P. Thayre, manager, General 
Electric Lamp Dept., Kansas City, 
Mo., and W. A. Darden, sales depart- 
ment, Oklahoma Gas & Electric Co., 
Oklahoma City, whose general themes 
covered methods of stimulating great- 
er sales of electric current, largely 
through stimulating activities of deal- 
ers and contractors in selling electric 
appliances. 

r. Darden said that before the 
war some electric utilities were more 
interested in extending their service 
to new territory than in building up 
more business from their existing cus- 
tomers. 

“Government competition is not all 
we have to contend with,” he de- 
clared. “We have to face new activi- 
ities of natural gas and liquefied pe- 


Utility Men Survey the Job Ahead 


troleum gas companies, and besides 
usual channels is the possibility of de- 
velopment of atomic power. We must 
compete with these and other inter- 
ests for the customer’s dollar. We also 
are faced with the possibility of infla- 
tion.” 

In spite of this view of the dark 
side of the picture, Mr. Darden took 
a decidedly optimistic view of the fu- 
ture for electric utilities which stay 
on their toes, and energetically go 
out after new business. On the rosy 
side, Mr. Darden mentioned the cor- 
ner drugstore in almost every town 
which can make 120 applications of 
electricity and where not over 20 of 
them usually are utilized. There are 
225 practical uses of electrical energy 
in rural areas and not over 18 of these 
are being applied on the farm. Then 
there are hundreds of applications in 
the home. There is no such thing as 
a completely electrified home or com- 
mercial establishment, he declared. 


Lighting Way to Profits 


Discussing his theme, “Lighting the 
Way to Profits,” Warren P. Thayer 
proved by words and demonstrations 
that manufacturers of electric lighting 
appliances have not slept during the 
war period but have gone right on de- 
veloping new and more modern fix- 
tures and applications of electric 
lighting. 

Box car figures could only express 
future sales in this field, and the 
speaker quoted figures to back up his 
statements. The American public in 
the next five vears, he declared, will 


spend 3% billion dollars for lamps and 
lighting. “Experts say that we can, 
with organized sales efforts, increase 
kilowatt-hour consumption to 77 bil- 
lion dollars in 1950, representing a 92 
per cent increase over 1940. 

“The lighting industry is going to 
furnish much employment for G. I. 
Joe coming home,” Mr. Thayer con- 
tinued. “We are told that we must 
increase jobs 20 per cent over the 
1940 level. This means that distribu- 
tion in dollars-sales must be increased 
40 per cent. We expect the lighting 
business in the next five years to in- 
crease 98 per cent in dollars over 1940, 
which, applying the formula of jobs 
and sales, means 49 per cent increase 
in jobs, nearly 2¥2 times the need for 
full employment.” 

Branches of the industry which 
promise increased employment in- 
clude manufacturing, sales, distribu- 
tion, installation, and maintenance. 
The latter, he said, is a growing baby 
since the industry has found it profit- 
able to maintain lighting installations. 

Attached to a fluorescent lamp 
panel in the front of the hall were 
displayed standard and colored fluo- 
rescent lamps of various lengths and 
wattage. Slimline lamps which answer 
the demands of designers and others 
for long, slim light sourees, and cir 
cline lamps, which the speaker de- 
scribed as “the newest baby” in flu- 
orescent desgins. 

“These new lamps in various diam- 
eters will stimulate the greatest refix- 
turing campaign in the history of the 
industry,” he predicted. Also on dis- 





(Left) Left to right: J. C. Happenny, president, Oklahoma 
Co., W. A. Darden, Oklahoma Gas & 
Electric Co.; S. I. McElhoes, Public Service Co., of Okla- 
homa; D. S. Kennedy, president, Oklahoma Utilities Asso- 
ciation. (Right): F. J. Meyer, Oklahoma Gas & Electric 
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Co.; W. R. Wolfe, retiring chairman, Eastern district; 


L. A. Wiedman, retiring chairman, Western district; Res 
L. Rice, chairman, Western district; M. M. Schene, chair- | 


man, Eastern district. 
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play were new types of heat lamps, 
sun, and germicidal lamps. What the 
speaker called the “Sunshine pack- 
age” composed of one heat lamp, RS 
Sunlamp, lightweight socket and ex- 
tension cord, when they become avail- 
able, will offer profitable merchandis- 
ing possibilities, the speaker declared. 

Speaking on “What’s Ahead In 
Government Competition,” George 
A. Davis, president, Oklahoma Gas & 
Electric Co., Oklahoma City, declared 
that electric utilities have a less self- 
ish view of their place in industry than 
ever before. They are getting along 
better with REA in Oklahoma and 
the municipal ownership situation is 
more favorable from the standpoint of 
electric utility companies. He said 
that some formula should be found 
to give more help to Oklahoma cities 
in meeting their street lighting prob- 
lems. He declared that standards of 
city governments in Oklahoma have 
improved greatly and that relations of 
local utility managers with these mu- 
nicipalities have grown more friendly 
and cooperative. There still remains 
the threat of federal government own- 
ership of big hydro-electric dams as 
such corporations pay no taxes nor 
interest on their capital and make it 
more difficult for electric utilities to 
compete with them in rates. He as- 
serted that there are still great possi- 
bilities for extensions of electric util- 
ity lines to farms if policies of coopera- 
tion with REA, being put in sae 
by his company, are carried out gen- 
erally. 


Public Opinion Changed 


Ed Vennard, vice president, Middle 
West Utilities Co., Chicago, told 
how, by use of newspaper advertising 
and radio, his utility had greatly re- 
duced the number of people who 
think that the government should 
take over the utility business. The 
company ran ads in 700 newspapers 
telling the story of private and govern- 
ment ownership with the result that 
the number of people who think that 
the government should own the busi- 
ness dropped from 72 per cent to 35 
per cent. By running these advertise- 
ments nationally for six months, the 
number of people who thought that 
the government should own the util- 
ity business dropped from 52 per cent 
to 30 per cent. 

One hundred million people go to 
movies each week. Therefore, the 
speaker declared, the public utility in- 
dustry can use advertising in the mov- 
les effectively to correct erroneous 
thinking. 

“Most people don’t know that gov- 
€mment industries pay no taxes nor 
interest on investment. They don’t 
know that the electric utilities had 








Left to right, front row: E. C. Jenkins, Chickasha; W. B. Smith, Elk City; 
Floyd Gateka, Chickasha. Back row: W. F. Benda, Sayre; L. C. White and 
F. O. Emery, both of Chickasha. 


to build transmission lines before the 
REA could start serving small towns. 
They don’t know that once the regu- 
lators and operators of utilities be- 
come one, we have dictatorship. ‘They 
don’t know that we have cut electric 
rates in half within the past few 
years,” Mr. Vennard declared. 

In connection with his talk, Mr. 
Vennard showed a motion picture 
which tells the story of the electric 
industry in a simple, understandable 
way and which is available for public 
showing by other companies in the 
industry which apply. This picture, 
corrects the false impression that a 
few rich families or banks own and 
control the public utility industry and 
establishes the fact that the industry 
is owned by the people. 


The speaker expressed the opinion 
that if street lighting rates to munici- 
palities were made generally cheaper 
there would be no desire of city offi- 
cials to own their own municipal 
plants in order to obtain more reve- 
nue, and city streets would be better 
lighted. 

During a discussion period D. C. 
McKee, vice president and assistant 
general manager, Empire District 
Electric Co., explained a plan of his 
company which combines street light- 
ing and franchise taxes in one contract 
and gives discounts off the street light- 
ing rate schedule equivalent-to 100 
candlepower of free city lighting for 
every 10 new customers added to the 
utilities’ lines and contingent upon 
the company having franchise rights 
for at least 10 years. 

Danger of revolutionary changes in 
the American form of government 
through proposed extensions of river 
valley authorities were pointed out by 
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J. A. Whitlow, Public Service Com- 
pany of Oklahoma, Tulsa. Bills now 
pending in Congress to extend such 
authorities to the Missouri and Ar- 
kansas river valleys, go so much fur- 
ther than the existing TVA set-up 
that, if enacted in their present 
forms, they would effect basic reor- 
ganization in government as we now 
have it, would remodel such govern- 
ment along regional instead of state 
lines, and go far toward placing all 
power in the hands of bureaucratic 
administrators in Washington. 

Even under TVA, management of 
that project must go to Congress 
when it wants more money, Mr. 
Whitlow pointed out. But these re- 
strictions are removed from the au- 
thorities proposed to be created under 
bills now pending. ‘These authorities 
would be empowered to engage in 
many kinds of business besides those 
of operating power dams, irrigation 
and flood control projects. They 
could exercise custody over and oper- 
ate properties in vase areas of the wa- 
tersheds proposed to be brought with- 
in the scope of the river authorities, 
to expend vast sums of money with- 
out congressional appropriations or 
control, abrogate many existing rights 
of state governments and set up a 
kind of super government in the val- 
leys under the authorities. Under 
proposed legislation Congress is asked 
to surrender to the executive depart- 
ment of the government many of its 
constitutional rights. 

The present agitation for such au- 
thorities, Mr. Whitlow declared, is 
backed by two gencral classes of citi- 
zens. Some who are preponderantly 
for free enterprise are submerged by 

(Continued on page 90) 
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NEWS of the INDUSTRY 
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Chattanooga Power Board 
Gives Expansion Plans 


The Electric Power Board of Chat- 
tanooga, Tenn., recently announced 
an expansion and reconditioning pro- 
gram at a total cost of $1,500,000. 

Already on blueprints are added ca- 
pacity and necessary work to relieve 
unsafe conditions, replace obsolete 
equipment and reduce operating costs 
at the six 44-kv step-down stations at 
a cost of $285,000. Fifty-five thousand 
dollars is set aside for a projected Du- 
Pont Nylon Plant in the Lupton Cit) 
area. 

Improvements and additions to 53 
distribution subs which include the 
new Lookout Mountain sub, another 
in East Ridge and a capacitor installa- 
tion at St. Elmo will cost approxi- 
mately $56,000. Thirteen thousand 
dollars is added for an additional feed- 
er up Signal Mountain and the stand- 
by feeder to Lookout. 

Over $110,000 will be spent in im- 
proving 4-ky lines in residential areas 
and removing overhead lines in the 
business district, where an additional 
$104,000 will be spent for eight addi- 
tional underground transformers, duct 
work and cables. 

Other expenditures include $450,- 
000 to extend service to approximately 
3,000 additional new homes; $76,000 
for street lighting system improve- 
ments; $65,000 for replacing old trans- 
formers; $150,000 for replacing obso- 
lete types of meters in homes so that 
customers can use heavy-duty appli- 
ances; and $60,000 for automobiles 
and trucks. 


Apprentice Training 
Planned for Atlanta 


A city-wide electrical apprenticeship 
program has been developed by a joint 
committee representing the Atlanta 
Chapter of the National Electrical 
Contractors’ Association and the In- 
ternational Brotherhood of Electrical 
Workers, Local Union B-613. 

Robert Allison, chairman of the 
committee, said 17 of the leading 
contracting firms in the city are par- 
ticipating in the program, and others 
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are expected to take part in the near 
future. 

Committee members representing 
the contractors’ group are J. G. Ness, 
James D’Arcy and Mr. Allison, with 
Carl Phillips as alternate. Union rep- 
resentatives are F. H. Benefield, FE. 
W. Collier and Robert S. Edwards. 
The latter is secretary of the commit- 
tee. 

The program provides for careful 
selection of apprentices, a clearly de- 
fined on-the-job work plan, and sup- 
plementary and related instruction for 
a minimum of 144 hours each year of 
the apprenticeship. It is given under 
sponsorship of the Department of 
Vocational Education. 

Since apprenticeship training under 
an approved program is included 
among the provisions of the “CI Bill 
of Rights,” it is expected that many 
veterans will take part in the local 
program. 

The apprentices are under an agree- 
ment with the committee, providing 
for possible transfer from one em- 
ployer to another in order to insure 
continuous employment. The wage 
scale set up is arranged on a progres- 


sively increasing basis as the appren- 
tice’s skill increases. 

Related instruction classes in the 
Atlanta Vocational School will be 
started at an early date. The standards 
of apprenticeship and all agreements 
between apprentices and the joint 
committee and/or employer are reg- 
istered with the federal committee on 
apprenticeship of the United States 
Department of Labor. 


NEWA Committee Reviews 
Major Industry Problems 


Problems of major interest to elec- 
trical wholesalers, many in the form 
of committee reports, were reviewed 
at the recent two-day meeting in New 
York of the Executive Committee of 
the National Electrical Wholesalers 
Association, according to an announce- 
ment by Managing Director Charles 
G. Pyle. 

Reports submitted included devel- 
opment in OPA’s price absorption 
policies, the surplus materials situa- 
tion, revision of N.E.W.A. by-laws, 
revision of the suggested uniform ac- 
countirig system, and Sceretary Alfred 


RAYBRO ELECTRIC SUPPLIES, INC., of Tampa, Jacksonville, Miami 
and St. Petersburg, authorized distributor for Farnsworth Television and 
Radio Corp. in Florida and southern Georgia, presented the new Farns- 
worth radios at their dealers’ meetings in Jacksonville, Tampa, and Miami. 
All three meetings were conducted by J. A. Mook, Jr., general merchandise 
manager and J. H. Wade, sales manager on radios of Raybro. The presen 
tation of the Farnsworth line was made by J. H. Kelly, district manager 
of Farnsworth, assisted by Geo. Jeffers and Kenneth Sharon, of the 
Farnsworth factory. 
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ai) G-E IRONERS, G-E DRYERS 
NOW ROLLING OFF THE LINE! 


e Plan to start 1946 in a big way by featuring 





complete equipment for the G-E All-Electric Laundry! 





















































—_ G-E Automatic lroners and G-E Automatic Dryers will 
the be on their way to you next month. 
be And what “sellers” these wonderful, work-saving 
irds beauties are going to be! Fitting companions for the 
nts famous G-E One-Control Wringer Washer! Just in time, 
int too, to start off 1946 with the biggest of all bangs! 
p! There’s a huge market waiting for home laundry equip- | 
ates ment. And 53% of them prefer G-E appliances. (In a 
recent survey, 53 out of 100 women said they thought 
General Electric made the best electrical appliances for 
vs the home.) 
So feature the complete G-E All-Electric Laundry to 
le your customers. Tie in with our big, nationwide adver- 
oa tising campaign. Use the life-size “Wash-Dry-Iron” 
nol display—the direct mail pieces that are in the G-E ; 
leak Promotion Package.. (If you haven’t ordered the 
. of Promotion Kit, do it now.) 
lers Sell G-E Home Laundry equipment to the hilt—and | 
1C¢- watch those orders pile up! General Electric Co., Ap- 
tles pliance and Merchandise Dept., Bridgeport, Conn. 
vel- New life-size display, beautifully printed in 8 colors. Yours now! 
: ho 
wl —— " 6-5 Avtomatic Bryer (5 = d G-E’s famous One-Control Wringer Washer is now 
ws, ff $ “| is new—and women want it! oe age ‘ 
- ( : . ie | precision-engineered to the nth degree . . . to turn 
- = Your customers will go for this new, quick way out “Quicker-Cleaner” washings! G-E’s gentle, 
red J | to dry clothes indoors. They'll like the way the thorough “Activator Action”. . . exclusive One- 
G-E Automatic Dryer does away with clumsy |} Control Wringer operation . . . the long-lasting 
clothesbaskets and clotheslines. It gently “\\ “Permadrive Mechanism” . . . are features women 
“tumbles” clothes dry in a very short time! } everywhere are cheering—and buying! 





And remember! There's a revolutionary new 


G-E Automatic Flatplate lroner 
G-E Automatic Washer coming! Watch for it! 


saves hours of work 





; eae Once a customer sees the G-E Automatic Flat- 
] =r] | } plate Ironer at work, she'll be convinced. Show 
. | = uy her how she can sit down and iron. Let her see G-E Promotion Package loaded 

; the beautiful work this G-E wonder turns out, with sales helps—send for it! 

: quickly, easily. Show her the big 300-square- 


To help you cash in on the vast market that’s ready 


inch ironing surface . . . the automatically con- : ‘ 
to snap up home laundry equipment, we’ve prepared 


trolled heats for every fabric. ° : am 
; a really mammoth back-in-business kit! 


























(“TS G-E Automatic Portable Rotary lroner Life-size displays, folders, booklets, demonstration 
< » (2) Lightweight and simple to move about. Turns ideas, catalogues . . . everything you need to make 
out all types of ironing beautifully. 1946 the biggest home laundry year in history! 
See your distributor for your G-E Promotion 
G-E Portable Rotary lroner Podkeas soley? ' 
. a 7 Weighs only 33 pounds, but does a heavy load 








of work. Inexpensive to operate. 


AW-ii Luly 


t YOur CUSTOMERS to listen to Art Linkletter, in “The G-E House 
" aty,” every afternoon, Monday through Friday, 4 p.m., E. S. T., CBS. 





Help win the peace —Buy and hold Victory Bonds 
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ROLLER-SMITH BREAKER 


Gives 5 Cycle Opening with newly 
discovered EXOTHERM principle 


of Arc Extinction --- 























Ti new Roller-Smith oil circuit breakers with the Exotherm prin- | 


ciple of arc extinction give 5 cycle opening consistently, a 38% 





safety factor over present accepted standards. That's because the 
arc is put out by use of its gas generated energy instead of merely 
stretching the arc. Users are assured greater protection to equip- 


ment by this higher opening speed. 


The operation of a confining chamber to quench the are 
rapidly is based on the known properties of gas conductivity. 

It decreases with decrease in gas temperature and also de- 
creases with an increase in pressure. In the quencher the 


cooling of the arc extracts its energy and reduces the tem- 





perature. At the same time the enclosure builds up the 
gas pressure so that it becomes less conducting and the 


+ combination puts out the arc. 


contacts 


rcing * “bove- The greater speed on opening cuts down contact burn- 


- A 
position mbet 
Breaket in ope enching cha 
wil 


aco ing and thereby reduces contact maintenance. It also 
sho 


gives improved protection to equipment against short circuits 


because of the higher speed of opening. 


Confining the gas within the quenching chamber to put out the are 


keeps the pressure within the tank at a safe nominal value. 





For full information on the Exotherm pmnnciple applied to Roller- 


ioe . 
F 
, Smith oil circuit breakers, write to dept. ES-5 


BETHLEHEM-PENNSYLVANIA 
In Canada: Roller-Smith Marsland, Ltd., Kitchener, Ontario 


STANDARD AND PRECISION ELECTRICAL INSTRUMENTS * AIRCRAFT INSTRUMENTS * SWITCHGEAR 
AIR AND OIL CIRCUIT BREAKERS * ROTARY SWITCHES e RELAYS ° PRECISION BALANCES 
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byers’ trip to the Pacific Division, 
during which he addressed a series of 
u.eetings held at Salt Lake City, Seat- 
tle, Portland (Ore.), San Francisco, 
and Los Angeles. 

The Executive Committee also ap- 
proved reports of Appliance Division 
activities from E. B. Ingraham, chair- 
man, and Robert C. Hill, director. 

A comprehensive program planned 
by the Catalog Committee to make 
electrical wholesalers’ catalogs more 
effective for on-the-spot selling was 
discussed in detail. The advisability 
of giving further consideration to the 
clevelopment of a “hiring technique” 
program which might include apti- 
tude tests was analyzed in view ot the 
industry’s need for thousands ot well 
qualified employees. 


Westinghouse Produces 
Home Radio Receivers 


First Westinghouse postwar home 
radio receivers — forerunners of the 
3000-to-5000 sets per day which will 
come from production lines in the 
Home Radio Division’s seven-and-one- 
half acre plant in Sunbury, Pa.—have 
been completed and shipments begun 
to approximately 10,000 retailers 
throughout the United States, Alaska, 
and Hawaii. 

Included in the new line are nine 
distinctive sets ranging from an ultra- 
modern six-tube six-by-six-by-nine-inch 
portable table model—reminiscent in 
size and price of the first home radio 
receiver built by Westinghouse in 
1921—to an impressive 14-tube radio- 
phonograph combination set housed ir 


a modified Chippendale console cabi- 
net and equipped to receive standard 
broadcasts, foreign shortwave broad- 
casts and frequency modulation pro- 
grams. 

Prices, while not yet firmly estab- 
lished, are expected to range from 
about $25 to $350. 


IAEL Elects Officers 
At Annual Conference 


The Tenth Annual Conference of 
the International Association of Elec- 
trical Leagues, held at the Morrison 
Hotel in Chicago, recently, was at- 
tended by managers representing prac- 
tically every major electrical league in 
the country and by others having a di- 
rect interest in cooperative work con- 
ducted through these organizations in 
their respective communities 

Guided by the theme “Making the 
Most of Our Opportunities,” the con- 
ference sessions covered a wide va- 
riety of subjects, including merchan- 
dising, training, adequate wiring of 
homes in all of its phases, commercial 
and industrial opportunitics, new de- 
velopments in lighting, helping men 
get jobs, the current situation and fu- 
ture possibilities of A.M., F.M. and 
television, store modernization service, 
benefits from industrial electronics 
shows, and the like. This conference 
was notable for the active discussions 
in which men from all parts of the 
country participated. Some of the 
presentations were by Icaders repre- 
senting companies in various branches 
of the industry and others by mana- 
gers of those leagues which had experi- 
ence in undertaking a particular ac- 





Extremes in the new Westinghouse radios are shown here. Left, typical 
of dignity and styling which characterizes the new line of Westinghouse 
postwar radio receivers is the Concert Grand pictured here. Fashioned of 
seasoned hardwood and rich swirl and crotch mahogany veneers, this 
seven-tube phonograph combination console incorporates true 18th century 
design in its distinctive bowfront. Right, ultra-modern six-by-six-by-nine- 
inch carry-about model—reminiscent in size and price of the first West- 
inghouse home radio receiver built in 1921—is included in the new post- 
war line of home radio receivers which are coming from Westinghouse 
production lines. With plastic sides and a metal center band the set 
is available in pastel green and gold and in gold and ivory. Tuck-away 
handle, which folds into a back recess, is an added feature of this AC-DC unit. 


50 





ELECTRICAL SOUTH for DECEMBER, 1945 





tivity. 

‘The clection of Governors and of 
ficers for 1946 resulted in V. W. 
Hartley, managing director, Pacific 
Coast Electric Association, Inc., be- § 
ing named president; W. G. Ilills, ? 
managing director, Electric Institute 
of Washington, D. C., vice president; 
and J. A. Morrison, managing director, | 
Electrical Association of Philadelphia, 
re-elected treasurer. 
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Robert E. Mercer Named 


Monitor Product Director 


The Monitor Equipment Corpora- 
tion, newcomer to the home appli- 
ance field with plans for the eventual 
distribution of the most complete line ] 
of home appliances ever offered under i 
one brand name, has just announced 9 
the appointment of Robert E. Mer- 
cer as product director. Mr. Mercer, 
a member of the Amcrican Socicty of 


aa 








Robert E. Mercer f 


Refrigeration Engineers, will serve in | 
a liaison capacity, being the active | 
contact between the home office and 
the 24 different manufacturing plants | 
now engaged in producing the Moni 
tor line. 

Mr. Mercer’s past experience well 
qualifies him for his new assignment 
with Monitor. He was formerly sales 
engineer for Merchants and Evans | 
Company of Philadelphia, Pa., and the | 
Brunner Manufacturing Company of 
Utica, N. Y., both concerns being 
specialists in technical products. More 
recently, Mr. Mercer was manager of 
the War Products and Aviation Dr © 
vision, for the White Rodgers Elec § 
tric Company of St. Louis, Mo., 1 | 
which capacity he worked closely with 
manufacturers of many different tech- 
nical products. 

Mr. Mercer, just returned from ao 
extended trip to Monitor’s manufac- 
turing sources, expressed confidence 
of securing quantity distribution 0D 
a variety of Monitor products before 
Christmas. 
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Here’s the new top-of-the-line Kelvinator electric range now in production. 
Among its leading features is an automatic timer that controls not only 
all oven operations but top of the range and deep-well cooking in addition. 


Automatic Cooking Is 
Furthered by Kelvinator 


Automatic cooking steps further to 
the forefront in the new electric ranges 
which are announced by the Kelvin- 
ator Division of Nash-Kelvinator. 

The new Kelvinator range line is 
comprised of three models, headed up 
by the Kelvinator “Automatic Cook” 
feature that starts, times, and stops all 
cooking operations. The line reveals 
the same step-up manufacturing and 
pricing policy characteristic of Kel- 
vinator’s “more sales per dealer” pro- 
gram in all its appliance activities, 
Charles T. Lawson, vice-president in 
charges of sales, said. 

The new top-of-the-line model, Mr. 
Lawson stated, is a “‘self-starting” elec- 
tric range with an automatic timer 
that controls not only all oven opera- 
tions but top of the range and deep- 
well cooking in addition. The “Auto- 
matic Cook” consists of an electric 
clock, master cooking timer, selector 
switch, Minute-Timer, and twin ap- 
pliance outlets in a trim panel under a 
streamlined fluorescent top light. 

Multi-speed surface units provide 
instant direct contact heat “ranging 
from a low that cooks cream sauces 
without a double boiler to a high heat 
for fast cooking operations.” Also 
there is a completely equipped, built 
in Scotch kettle. Twin appliance out- 
lets can be used to control accessory 
appliances, such as toasters and perco- 
lators, automatically. 

An additional feature is a thermo- 
statically controlled warmer drawer 
which keeps foods at serving tempera- 
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ture, and can be used to warm serving 
dishes, rolls and bread. It can also 
be used as a utility drawer. ‘The two- 
unit broiler oven is big enough for a 
25-pound turkeys, has a convenient, 
smokeless broiler, bastes automatically, 
and has an automatic flood-light re- 
cessed in the back. Two additional 
roomy utility drawers at the bottom 
of the range, as well as the warmer 
drawer, slide smoothly on ball-bearing 
rollers. 

In keeping with Kelvinator’s step-up 
selling policy, two additional models 
for budget-minded purchasers are pro- 
vided. Embodying all the basic fea- 
tures of the Automatic Cook model, 
these two ranges give the retailer a 
complete line to meet every prospect’s 
needs. 


REA to Bring Increase 
In Farm Radio Sales 


Rural electrification may bring 
radio to 3,150,000 more farm families 
in the next five years and, by 1950 
there may be nearly 5,500,000 new 
radios on America’s farms—cven on a 
one-set-per-family basis. 

This prediction was made recently 
by the Radio Manufacturers Associa- 
tion despite the fact that there are 
more radios on the nation’s electrified 
farms than any other electric appliance 
or item of electric farm equipment. 

It is based on sales estimates by 
manufacturers in connection with an 
analysis of the program of the Rural 
Electrification Administration which 
has its goal the electrification, through 


central station service, of every farm 
home in the country. 

Completion of the program would 
electrify more than 3,500,000 addi- 
tional farms, bringing the total to 
nearly 6,100,000 based on the number 
of farms counted in the 1940 census, 
of which some 2,600,000 have been 
electrified to date. 

Latest available figures show that 90 
per cent of electrified farms are 
equipped with radios for.a total of 
2,340,000 sets—the percentage, as well 
as the total, showing that radios are 
the most widely purchased of all elec- 
tric household electric appliances and 
equipment used on farms. If the same 
percentage is maintained, the 1950 
total will approach the 5,500,000 mark 
estimated by the association. 

Of the 2,340,000 radios now in use 
on electrified farms, a large percent- 
age now are in need of replacement, 
the RMA reports disclose. By 1950 all 
of them probably will have been re- 
placed, and these added to the 3,150,- 
000 new sets purchased for present 
non-electrified farms account for the 
forecast that all of the 5,500,000 ra- 
dios will be new models. 


Alabama Power Personnel 
Hears Postwar Program 


Gencral office and division officers 
and general office department super- 
visors of Alabama Power Company re- 
cently heard and discussed the postwar 
general sales program of the company, 
presented by Vice-President W. M. 
Stanley and his assistants. 


J. R. Lester, manager, Industrial 
Development Department, told of the 
prospects of new industrics locating 
within the state, and described meth- 
ods in developing prospects. E. C. 
Faster, manager, Rural and Towns Di- 
vision, reviewed the rural electrifica- 
tion program and gave an estimate of 
$20,000,000 as being the volume of 
equipment and appliances likely to be 
purchased by customers for use on 
these new rural lines. T. L. Bissell, 
manager of the Power Sales Division, 
outlined the specialized technical serv- 
ice to be given industrial customers 
and J. S. Sutherland presented a broad 
residential and commercial sales pro- 
gram, embracing lighting, wiring, and 
merchandising sales directly and 
through dealers. 

The subject of adequate wiring 
and its importance in the sale of elec- 
tric service was discussed and at the 
suggestion of President Martin a com- 
mitttee was appointed to develop a 
program to assist in overcoming this 
bottleneck which will retard the ex- 
panded use of electric service in the 
home and store if not corrected. 

Vice-President and General Man- 
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FEATURE BY FEATURE 


Phe Design Leader 


In beauty, in construction, and in those extra advantages 
that make first-rate talking points, the new Electromaster 
electric ranges have outstanding customer appeal. 


ENGINEERED 
By Special 
L DECLALLALS 
sae 
As a specialist in electric ranges and water heaters, 


Electromaster offers a proven product, a recognized 
trade name, and sound merchandising support. 
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DELIVERY IN QUANTITIES 
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Two models—the Banquet and the Space Saver—are 
in production now. A limited number of dealerships are 
still available. 


of ven a More 7. C Ce >e 


In the future—as now—Electromaster 
will be first in design, with new models 
styled by George W. Walker, noted 
industrial designer. 























ager J. M. Barry emphasized the ne- 
cessity of an intensive sales program 
to maintain and increase the com- 
pany’s revenue to offset the constantly 
increasing operating expenses. Mr. 
Barry reminded that the margin be- 
tween income and outgo is narrow 
and that it would hardly be possible 
to reduce operating expenses corrte- 
spondingly if revenue shculd drop 
sharply. 


Youngstown Kitchens 
Stress Mass Market 


More than 150 distributor repre- 
sentatives who saw Youngstown Kitch- 
ens’ postwar line unveiled during a 
recent three-day factory sales conven- 
tion were told that merchandising 
modern, steel kitchens can become the 
next big home appliance industry ‘“‘if 
dealers are trained to keep out of 
trouble.” 

This was the statement of Charles 
A. Morrow, vice-president in charge of 
sales for Mullins Manufacturing Cor- 
poration. “We must help retail deal- 
ers everywhere to eliminate the profit- 
consuming selling methods that de- 
veloped before the war,” he said. 

“We must show them how to sell 
and install steel kitchens for the mass 
market—where the profit is—rather 
than to try to sell every prospect a 


thousand dollars worth of equipment.” 

The new Youngstown Kitchen line 
of steel equipment includes six twin- 
bowl cabinet sinks and three single- 
bowl models; twelve floor cabinet 
models, with continuous tops available 
for any combination of cabinets, four- 
teen wall cabinet models and a greatly 
expanded line of accessory items. 

Shipments of complete floor dis- 
plays started in mid-November, and 
all dealers throughout the nation will 
receive these before distributors get 
warehouse stocks. 


Premier Broadside Aims 
At Effective Selling 


“First Come — First Reserved” — 
that’s the keynote of a plan ihat pro- 
vides for the unlimited sale of new 
Premier vacuum cleaners now! 
Everything a dealer needs to put the 
Premier priority plan into immediate 
operation is ingeniously packaged in a 
strikingly colorful broadside that pre- 
sents a working picture of P-emier’s 
amazingly simple, yet equally effective, 
selling plan. 

The plan is based upon ?remier’s 
announced policy of “One to Every 
Dealer before Any One Gets ‘T'wo,” 
and goes into operation immcdiately 
upon receipt of the dealer’: sample 
Premier vacuum cleancr. ‘Lhe first 


OLD FASHIONED SINK 


the 





First post-war Youngstown kitchen units to come off the production lines 
at Mullins Manufacturing Corporation’s plant in Warren, Ohio, are inspected 
after being put on display. Left to right are Frank Knecht, sales manager, 
Charles A. Morrow, vice-president in charge of sales and C. D. Alderman, 
assistant sales manager. The cabinet sink shown is the largest of Youngs- 


town’s standard models. 
piece top. 
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The base cabinet at the left features a one- 
Its curving back-splash and front edge are of stainless steel 
and the work area {fs inlaid with linoleum. 








ELECTRICAL SOUTH for DECEMBER, 1945 





Premier Broadside 


cleaner will be most profitably used 
as a demonstrator for taking orders 
under the Premier priority pian. 

The Premier priority kit consists 
of: serially numbered priority certifi- 
cates, a series of four mailing cards, 
proofs of five different sizes cf news- 
paper ads, one “get-started advertis- 
ing” mat, and literature on P.emier’s 
first available model. 

Star feature of the kit is a compre- 
hensive four-color brochure titled, 
“The Premier Program for Successful 
Selling,” which includes a separate 
booklet for salesmen, “How to Sell a 
Premier Floor Model.” Other litera- 
ture, directed to the consumer, ex- 
plains, ““Why You Should Buy You 
Next Vacuum Cleaner from a Store.” 
The priority broadside itsclf, when 
supplies have been removed, Lecomes 
a striking wall or window poster; and 
completing the kit is an easeled dis- 
play card that reads, “Look What's 
Back! New Premier Cleaners! . . 
l‘irst Come—First Reserved!” 


Wiremold Competition 
Closes April 1, 1946 


The closing date for Wiremold 
Business-Builders’ “How to Use It” 
competition is April 1, 1946. This 
competition was begun October 1, 
1945, and is open to all contractors 
and electrical maintenance men, with 
$500, $250, and $100 being offered 
as first, second, and third prizes. 
Twenty-five dollars will be paid for 
all entries used in Wiremold promo- 
tion. 

Many jobs using Wiremold race- 
ways and fittings in plants, hospitals, 
schools, stores, offices, and other types 
of buildings are planned for now and 
the near future. These jobs are in- 
teresting to Wiremold in that it will 
point the way to future business 
building opportunities for electrical 
men. 

The Wiremold Company states 
that the purpose of the contest is to 
record the best of these Wiremold 
applications for the benefit of all. 
Awards will be made for those 1- 
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Other Burndy 
Underground 
Equipment 
== 
SSS 
LIMITER, type YFS—furnished 
with or without insulating 


sleeve. Also available in re- 
placeable link types. 


_ UMITER LUGS, type YFA — 
| combining the functions of 
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ee eR) were or ee Se 


f 


limiter and terminal, fur- 
nished with or without in- 
sulating sleeve. 


LIMITER TAP, type 
YVFT —for making 
cable connections 
through limiter to 
cable ring bus. Com- 
pletely insulated. 





HYPRESS, type Y34A — port- 
able hydraulic press for in- 
stalling cables, up to 500 
Mcm, to Hycrabs, limiters, 
lugs, taps, etc. Other types 
available for all cable sizes. 
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Here is a crab joint for connecting your 
underground cables that is easy to rack, 
takes up little room in the manhole and is 
economical. Cable connections are quickly 
made. Simply roll back insulation, insert 
cable, indent with Burndy Hypress, roll 
down insulation to its original position 
and tape. 

Standard HYCRABS are available with 
from 3 to 8 outlets, and for cable sizes of 
from 4/0 Str. to 500 Mcm. Reducing 
adapters permit the installation of smaller 
cable. The HYCRAB comes to you with 
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two outlets ready for immediate use, while 
all others are sealed with vulcanized rubber 
plugs. 

Burndy makes a complete line of under- 
ground network connectors and limiters, 
including the well-known MOLE and 
MOLIMITER. In solving your under- 
ground distribution connection problems, 
you can depend on Burndy’s “know-how”. 
Write for the “Burndy Electrical Network 
Equipment” catalog, (Bulletin No. 6001). 


BURNDY ENGINEERING CO., INC. 


107-H BRUCKNER BLVD., New YorK 54 N. Y. 






Headquarters for 
CONNECTORS 











tallations judged as showing busi- 
1ess-building possibilities in a wide 
ield, as well as good judgment in 
he selection and use of Wiremold 
wroducts, bearing in mind the wide 
daptability and interconnectability of 
Niremold in completing the wiring 
ystem “from panel boxes to out- 
ets.” 

The judges shall be chosen from the 
lectrical industry, and their decisions 
vill be final. A folder giving full 
letails of how to enter, and the few 
imple rules may be obtained from 
(he Wiremold Company, Hartford 
0, Conn. 


zseneral Motors Adds 
tefrigerated Cases 


E. R. Godfrey, general manager of 
he Frigidaire Division, General Mo- 
ors Corporation, Dayton, Ohio, re- 
ently announced that Frigidaire has 
dded a complete line of refrigerated 
ases and fixtures to its commercial 
efrigeration products. 

Competitive in price, model, and 
eatures, Frigidaire will have cases, 
each-in refrigerators, and walk-in cool- 
ts, using Frigidaire condensing units, 
‘ooling units, and valves for both self- 
‘ontained and remote application. Six 
nodels of reach-in refrigerators were 
lanned and were to be available 
o the public in December 1945. 
Chey include the 20, 30, 50 and 60 
ubic foot models with forced air 
ooling units, and the 20 and 30 
‘ubic foot models with ice making 
‘ooling units. 


Building Expansion 
Shown on Letterhead 


To depict their steady growth and 
‘xpansion, the Tafel Electric and Sup- 
ly Co., wholesalers of electric and 
nill supplies and appliances, with 
nain offices in Louisville, Ky., are 
ising the idea of a picture of their 
nuildings on their letterhead. 

A reproduction of the picture used 
om the letterhead appears below. 
Numbering from the left, buildings 
me and two are located at Lexing- 
‘on and Nashville, respectively. Build- 
‘ng four is the present main office 
ind warehouse at Louisville. Build- 
ng three, center, and building five, 











Executives of Williams and Shelton Co., Charlotte, N. C., which announced 

recently that it had entered the radio and electrical appliance field. Left 

to right, C. A. Williams, Jr., president; J. Lauer Williams, vice-president; 

Furman Ferguson, sales promotion manager; and Walker S. Gary, sales 
manager. 


extreme right, were acquired recently 
and will be made a part of the present 
building giving a 60-foot frontage on 
Main Street and 70 feet on Murrell 
Court. To the rear of building three, 
there is adequate parking facilities 
for customers and this parking lot is 
to be directly connected to the city 
sales counter. 

Tafel Electric and Supply Co. have 
just completed their thirtieth year as 
agent jobbers for the Louisville, Nash- 
ville, and Lexington trading areas. 
They are Westinghouse’s oldest non- 
own agent jobbers, Mr. P. Tafel states, 
and they were recently assigned eight 
more counties to handle in east Ken- 
tucky. The company handles Emerson 
radios in the Nashville and Chatta- 
nooga trading areas. 

W. A. Link is continuing in the 
capacity of general manager, a posi- 
tion which he fulfilled for two and a 
half years while Mr. Tafel was in the 
army. A. Harrison is secretary-treas- 
urer, and V. J. Bloemer, merchandise 
manager. 


Proctor Electric Co. 
Moves Sales Offices 


The Proctor Electric Company an- 
nounces the removal of its sales of- 
fices from 480 Lexington Avenue to 
the Daily News Building, 220 East 
42nd Street, suite 2410, New York 
17. Oswald MacCarthy, eastern reg- 
ional sales manager, D. W. Thomp- 
son, New York district manager, and 
Mrs. Mary R. Riedel, director of the 
Proctor Infermation Center, will be 
located there. 





Letterhead depicts building expansion of Tafel Electric and Supply Co. 
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Williams & Shelton Co. 
Enters Appliance Field 


C. A. Williams, Jr., president, and 
J. Lauer Williams, vice-president, of 
the Williams & Shelton Company, 
Inc., Charlotte, N. C., have officially 
announced that their firm has entered 
the radio and electrical appliance field, 
appointing Furman Ferguson as sales 
promotion manager to head up this 
operation. Walker S. Gary is sales 
manager. 

Williams & Shelton Company was 
organized in 1898 by C. A. Williams, 
Sr., and is among the oldest whole- 
sale distributors in the Carolinas. 

A modern new building is proposed 
and will be erected as soon as con- 
ditions permit. The building site, 226 
feet by 600 feet, has been purchased. 
The building will be one floor, 200 
feet front by 300 feet depth. In front 
will be a parking area of 50 feet in 
depth. Railroad siding facilities are 
available, and a highway also runs on 
the side of the building, allowing 
easy access for loading and unloading 
of trucks. 

In the warehouse, the company will 
build an up-to-date retail store, 40 
feet by 100 feet. It will contain the 
latest in fixtures, fluorescent lighting 
and display fixtures. 


Two Members Elected to 
NECA Board of Governors 


Two new members of the National 
Electrical Contractors’ Association 
Board of Governors have just been 
elected from the South. The Caro- 
linas Chapter has appointed Ralph K. 
Robinson of the Robinson Electric 
Co., Inc., Charlotte, N. C. The North 
Florida Chapter has appointed H. G. 
Miller, of The Miller Electric Com- 
pany, of Jacksonville, Florida. 

L. T. Allen, owner of the Allen 
Electric Co., 1428 S. Boston Avenue, 
was elected vice president of division 
five of the National Electric Contrac- 
tors Association, it was announced 
recently. 
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When Apex Electrical Manufacturing Company’s washing 
machine assembly line began operation again recently, 
O. G. Frantz (extreme right, above), president, was on 


Apex Produces Washing 
Machines, Vacuums Again 


Apex Electrical Manufacturing 
Company has resumed production of 
washing machines and cylinder-type 
vacuum cleaners, it has been an- 
nounced by C. G. Frantz, president. 
The first washing machine came off 
the line at the Cleveland plant, and 
the first vacuum cleaner at the com- 

| pany’s Sandusky factory after a lapse 
of three and a half years. 

As the first appliances emerged, Mr. 
Frantz announced that the company 
expects to reach a daily production 
rate of 1500 washers and 1500 clean- 
ers during the first quarter of 1946. 
This will represent a production in- 
crease of approximately 50 per cent 
over the company’s prewar rate. In 
dollar volume, the increase is from 
approximately $12,000,000 to $20,- 
000,000 annually. 

Translated into terms of employ- 
ment, Mr. Frantz pointed out, this 
means that the company will have 
about 3,000 workers on its rolls when 
full-scale production is attained around 
April 1. This will equal peak wartime 
employment and _ represents an in- 
crease of 1,000 workers over the com- 
pany’s previous peacetime peak. Em- 
ployment is expected to be equally di- 
vided between the Cleveland and 
Sandusky plants. 

Apex succeeded in reactivating its 
peacetime production lines exactly 

seven weeks after V-J Day. During 
the war the company produced $50,- 
000,000 worth of mortar shell, gun 
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mounts, fire control apparatus, tank 
transmissions, 105-mm shell, aircraft 
parts, and radar components for the 
army and navy. 

Before civilian production could be 
undertaken, it was necessary to com- 
pletely reconvert both plants. Every 
piece of machinery was moved and 
every process changed. Paper work 
started previous to the war’s end, Mr. 
Frantz stated, made possible resump- 
tion of civilian work so swiftly. 


More Homes Expected to 
Be Electrically Heated 


Buford Martin, of the Tennessee 
Valley Authority, told members of the 
Tenriessee Electrical Contractors As- 
sociation, in Chattanooga, recently, 
that he anticipated at least 10,000 
electrically heated homes in the Ten- 
nessee Valley area within the next 
five years. 

Mr. Martin is supervisor of the com- 
mercial and industrial section of the 
electric development division, TVA. 

In an interview following his talk, 
which was concerned primarily with 
the technical features of home heat- 
ing, Mr. Martin said there are now 
about 25 homes in Chattanooga heat- 
ed by electricity. Within the next five 
years, however, he said he expects that 
number to be materially increased. 

“There should be no effort to heat 
the average existing home with elec- 
tricity,” he advised, ““because it would 
not justify the cost. The average ex- 
isting home is so constructed that 
much heat is lost. An electrically 


ELECTRICAL SOUTH for DECEMBER, 1945 


His BESO 


hand to congratulate Plant Manager R. R. Todd for an 
outstanding job of reconversion of the Cleveland plant 
in seven weeks from the day the war ended. 


heated house must be specially insu- 
lated.” 

He said the cost of heating a spe- 
cially insulated five-room house in 
the prevailing climate amounts to 
about $75 a year. The cost varies ac- 
cording to the occupants’ desire for 
heat, he said. 

Electric heating cannot be fairly 
compared with other forms of fuel on 
the actual fuel costs alone, Mr. Mar- 
tin declared. He said the savings ef- 
fected through the use of electric heat 
on the necessity for redecoration, re- 
painting and laundering of curtains, 
etc., must be considered in any com- 
parison of fuel costs. He — the 
contractors to study principles and 
methods of electric home heating and 
standardization of home wiring. 


Electricity in Homes 
Increases; Cost Less 


An important milestone in electrical 
progress in America is indicated in 
the announcement by C. W. Kellogg, 
president of the Edison Electric In- 
stitute, that use of electricity in the 
home, on a nationwide average, has 
reached 100 kilowatt-hours per month 
per customer. Statistics of the Insti- 
tute show that for the twelve months 
ending September 30 average residen- 
tial electrical consumption was 1200 
Lilowatt-hours. 

In 1915, Mr. Kellogg said, the av- 
erage annual consumption of kilowatt- 
hours of electricity in the home was 
260; by 1930 this figure had climbed 
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These sizes of Alcoa A.C. S.R. are 
going into the lines now being built 
by Bonneville Power Administration 
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line and the smallest rural line. 
Over 1,200,000 miles of Alcoa A.C.S.R., of 


one type or another, have been used for power 


transmission lines. Assisting in the design and 
erection of many of these lines has given Alcoa 


engineers a wealth of experience. Why not use 


to ALUMINUM CoMPANY OF AMERICA, at 


~ it? Write our nearest sales office, or direct 


ee 2164 Gulf Building, Pittsburgh 19, Penna. 
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to 547, and is now 1200. Thus, aver- 
age use of electricity in the home has 
more than doubled every 15 ycars 
during the past three decades, while 
the average unit cost is less than half 
what it was 20 years ago. 

The continuing gains in the use 
of electricity were attributed by Mr. 
Kellogg largely to three factors: con- 
tinuous promotional efforts by all 
branches of the electrical ‘ndustry— 
including extensive newspaper adver- 
tising—which have brought a grow 
ing public appreciation of the many 
conveniences electricity provides for 
living; the continuing introduction 
and development of electrical «ppli- 
ances; and early adoption of rate 
schedules designed to encourage maxi- 
mum use of electricity by automatic- 
ally providing lower rates tor greater 
use. 


Ernest T. Loyd Builds 
New Atlanta Warehouse 


Ernest T. Loyd, electrical manufac- 
turers’ sales agent, of Atlanta, Georgia, 
is building a new warehouse at 69 
Mills Street, Atlanta, which will be 
ready for occupancy about January |, 
1946. The new warehouse, which 
will provide over 14,000 feet of floor 
space, is being constructed of concrete 
block, with concrete floor, and all stcel 
roof. It will have entrances on both 
Mills and Parker Streets. 

The new warehouse, which will 
enable this manufacturers’ sales agent 
to continue the practice of serving 
southeastern jobbers from Atlanta 
stocks, is the latest step made by this 
erganization in its fine record of pro- 
gress since 1929. 

It was in March 1929 while in 
Miami, Florida, that Ernest T. Loyd 
met G. A. Johnson, of John I. Pauld- 








Ernest T. Loyd 


ing, Inc., New Bedford, Mass. This 
friendship grew until Mr. Loyd landed 
in New Bedford in April with the 
John I. Paulding Company. After 
three months of factory training, he 
came back to Atlanta as southeastern 
representative for Paulding in six 
southeastern states, North and South 
Carolina, Tennessee, Alabama, Geor- 
gia, and Florida, which he has covered 
ever since. 

In August, 1930, Mr. Loyd estab- 
lished himself as an electrical manu- 
facturers’ sales agent, keeping the 
Paulding line and adding the line of 
the Killark Electric Mfg. Company, 
St. Louis, Missouri. 

In 1932, he obtained the agency 
for the McGill Mfg. Company, Val- 
paraiso, Indiana. Other lines added 
included: Overbagh & Ayres Mfe. 
Company, Chicago, Illinois; Kwikon 
Company, Chicago, Illinois; Illinois 
Electric Porcelain Company, Macomb, 
Illinois; and Okonite Company (Tape 
Division), Passaic, N. J. Last, but 
not least, in 1944 he added the Diam- 
ond Wire & Cable Company, Chicago 
Heights, Illinois. 

Mr. Loyd attributes the success of 
lis agency to efficient service to all 





Artist’s drawing of the new Loyd warehouse. 
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jobbers, and the selection of lines that 
work together and do not require cx- 
clusive distributorship. In this wav, 
he serves all jobbers alike and has no 
favorites. His new slogan will be, 
“Our service contributes to your 
success.” 

Working with Mr. Loyd is the fol- 
lowing staff: Dudley Dickson, office 
manager, who is just back from over- 
seas; Miss Alice Loyd, secretary; W. 'T’. 
Teate, stock superintendent; R. F. 
(Dick) Jones, Sr., and A. J. Allen, 
salesmen. 


Mississippi Companies 
Sponsor Lighting Meets 


More than 90 architects, electrical 
jobbers, dealers and lighting engineers 
from Jackson, Mississippi, and other 
cities of the state attended a demon- 
tration on “Lighting—Design for See- 
ing,” at the Heidelberg Hotel recently. 

T. W. Crockett, division manager, 
presided at the meeting. L. M. Taylor. 
general sales manager of the Mississip- 
pi Power and Light Company, and R. 
M. Shearer, commercial manager of the 
Mississippi Power Company, outlined 
briefly the opportunities of improv- 
ing lighting and need for cooperation 
to assure maximum lighting benefits 
to commercial, residential, and indus 
trial customers. 

This was one of a series of meetings 
sponsored by Mississippi Power and 
Light Company and Mississippi Power 
Company to assist architects, lighting 
engineers, and dealers in providing 
modern, adequate, and comfortable 
lighting for their customers. Frank 
Lee, lighting engineer of the General 
Electric Company, gave a timely and 
interesting presentation and demon 
stration of factors which must be given 
consideration in lighting design and 
application. 


Limited Range Radio 
Transmitter Expected 
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A new service which the Americal § 


public may expect to become available 


within the next few months is the § 


limited-range portable radio transmit’ § 


ter, according to an article appearing 
in a recent issue of DOMESTIC 


COMMERCE, monthly publication ‘ 


of the Department of Commerce. 


Robert C. Smith, Transportation a 
Unit, Bureau of Foreign and Domesti¢ 


Commerce, the author, points out 


that this new service may be antic "i 


pated as a result of the development 
of the walkie-talkie and handie-talkie 
for use by the armed forces during the 
war. 

Any United States citizen who 
wishes to operate a short-range. radi0 
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After a whole year of testing various makes and types > | 
of Office Lighting Fixtures 
ARMOUR and COMPANY 


CHICAGO PACKERS 


6 TIMES MORE LIGHT THROUGHOUT 
ENTIRE OFFICE BUILDING 


For a full year, Armour’s engineers tested many types of 
lighting fixtures . . . many different makes. MITCHELL 
U.R.C. Luminaire won . . . just as it has won in lighting tests 
all over America. 1500 units of Mitchell U.R.C. Model No. 
2032 were installed . . . surface mounted individually and 
in continuous rows. All general and private offices through- 
out entire 6-floor building now enjoy abundant, glareless 
light. 37 footcandles is average maintained . . . 6 times 
more light than before! Write for Catalog No. 267 giving 
full facts and lighting data on Mitchell U.R.C. Model 
No. 2032. 


* This is the original U.R.C. designed by the Utilities Research 
Commission, and introduced by Mitchell. 





Distributor on Job: Graybar Electric Co., Inc., Chicago Office 
Contractor: Fries Walters Co., Chicago 
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transmitter may apply, in the near fu- 
ture, to the Federal Communications 
Commission for a license. 

In general style, the article states, 
the handie-talkie resembles an over- 
sized telephone set. A combination 
transmitter and receiver, together 
with the batteries which supply the 
power, is contained in a case that may 
be held in the hand. An antenna of 
the telescoping type extends trom one 
end. 


Westinghouse Sets Up New 
Retail Finance Division 


Appointment of Chester F. Gil- 
bert as manager of a newly created 
Retail Finance Division of the Treas- 
ury Department has been announced 
by L. H. Lund, vice-president and 
treasurer of the Westinghouse Flec- 
tric Corporation. 

“The company anticipates that a 
large percentage of products which 
lend themselves to installment sell- 
ing will be purchased on time,” Mr. 
Lund said. “The new division of the 
company will be responsible for con- 
tractual relationships with leading fi- 
nance companies and banks of the 
country in developing techniques of 
installment selling. 

“This responsibility will include the 
coordination of policies and practices 
of all departments of the company 
with respect to financing dealers, and 
products sold through dealers, dis- 
tributors or agent jobbers; develop- 
ment of retail finance plans that will 
stimulate the sale of products by 
these groups; and the providing of 
means to assure satisfactory and effi- 
cient service by financing institutions 
on all retail sales.” 


Kitchen Sinks, Cabinets 
Sell As Prewar Models 


New all-steel kitchen sinks and 
cabinets manufactured by American 
Central Manufacturing Corporation, 
Connersville, Indiana, will cost no 
more than prewar models, C. Fred 
Hastings, general sales manager, has 
announced. 

In a special bulletin dispatched to 
American Central’s coast-to-coast dis- 
tributor organization, Hastings said, 
“Our costs, like those of other manu- 
facturers, have increased substantially 
since last producing kitchen sinks and 
cabinets. However, it is the desire of 
our management, in view of the pres- 
ent pricing policy, to absorb the in- 
creased costs, so long as we possibly 
can. Therefore, we are ened to an- 
nounce that first production of ‘Amer- 
ican Kitchen’ steel sinks and cabinets 
will be made available to you at Oc- 
tober 194] prices.” 
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New Orleans Plans 
Merchandise Mart 


Backed by the leaders of Interna- 
tional House, a project for erecting a 
merchandise mart in New Orleans is 
taking preliminary shape. A five-floor, 
107,000-square-foot building has been 
leased as a first step. The building 
will be modernized and air condi- 
tioned as soon as materials can be 
secured. 

Plans are to operate the merchan- 
dise mart along lines of the Chicago 
and San Francisco marts, with display 
floors, sales staffs, and offices for 
members. 

The merchandise mart envisioned 
for the future, if the first “pilot” mart 
proves successful, will have, in addi- 
tion to display and office facilities, 
shops, restaurants, and parking areas, 
in a large, new building. 


Horace W. Myers Talks 
At Georgia IES Meet 


Horace W. Myers, district engineer, 
Lamp Division, Southeastern Division 
of Westinghouse Electric Corpora- 
tion, Atlanta, addressed the Georgia 
Chapter, Illuminating Engincering 
Society, at a meeting held November 
19. The topic of his speech was 
“Exploring the Fringes of the Visible 
Spectrum.” Mr. Myers discussed dif- 
ferent types of sterile lamps, self-con- 
tained sun lamps, and heating and 
drying lamps, using slides to show 
various applications of this equip- 
ment. 











Kelvinator Presents Four 


1946 Model Refrigerators 


Details of the four new 1946 model 
refrigerators with which the Kelvina- 
tor Division of Nash-Kelvinator Cor- 
poration launches a program calling 
tor production of more than 1,100,- 
000 appliances annually are announc- 
ed by Charles T. Lawson, vice-presi- 
dent in charge of Kelvinator sales. 


The new Kelvinators—three scven 
foot models and one nine foot model— 
are featured by sparkling new intcrior 
and exterior styling, increased glamour, 
greater provision for frozen food stor- 
age, and an array of Kelvinator me- 
chanical and convenience develop- 
ments. The three seven cubic foot 
models are rolling off production 
lines at constantly increased speed, 
and production of the new nine cubic 
foot model is expected shortly with 
the completion of tooling necessary 
for this new refrigerator. 

The new Kelvinator Moist Master 
which tops the 1946 line, is a triple 
range unit with special provisions for 
freezing and storing frozen foods, for 
the safe-keeping of foods of high mois- 
ture content, and for general stoiage 
of all average foods. In effect a com- 
bination refrigerator and frozen food 
chest, the new unit has a freezer capac- 
ity of approximately 9 pounds of ice- 
cubes, and more than 35 pounds of 
packaged frozen foods. Its net cap- 
acity is nine cubic feet. For the pro- 
tection of high moisture foods, the 
Cold Mist Freshener feature of the 





In addition to new styling inside and out, the new 1946 Kelvinators reveal 


great emphasis on frozen food storage. This nine cubic foot 


Moist- 


Master is, in effect, a combination refrigerator and frozen food chest. 


A triple range unit, the new top-of-the-line MM9 has 
of 35 pounds of packaged frozen 


a freezer capacity 


foods and nine pounds of ice cubes- 


In addition to its provisions for general storage, it has a special com- 
partment for the protection of high-moisture foods. 
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SOUTH CAROLINA - NORTH CAROLINA 






We Announce 
With Pleasure 






the NEW office and warehouse of 


ERNEST T. LOYD 


69 MILLS STREET 
ATLANTA, GA. 


We, at Paulding, are proud of our 16 years of association 
with Ernest T. Loyd. Through efficient service and 
continued efforts he has served the jobbers 
throughout the Southeast with an ever increas- 
ing success. With his new building and 
warehouse, Ernest T. Loyd is in posi- 
tion to offer you even better 
service in years to come. 












Warehouse for 
GEORGIA - FLORIDA - ALABAMA 


TENNESSEE 








JOHN I. PAUL DING, INC. 


NEW BEDFORD, MASS. 








Southwestern Representative 


GEORGE E. ANDERSON CO. DALLAS, TEXAS 
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Westinghouse j 


LAMPS’ FOR SHH -ABILITY 
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** Lamp buyers by the thousands have 
learned that they can look to Westinghouse 


for thorough-going lamp satisfaction. 


*& These buyers are hard-headed business- 
men — satisfied Westinghouse users in 


stores, offices, plants and other buildings 
all over the U. S. 


* In order to keep these thousands upon 
thousands of people pleased with Westing- 
house Lamps, Westinghouse maintains an 
elaborate system of testing, checking, in- 


specting—all the way from raw materials 
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WESTINGHOUSE PRESENTS John Charles Thomas, Sunday, 2:30 P. M., E. W. T., N. B. C. 
Tune in Ted Malone, Monday through Friday, 11:45 A. M., E. W. T., Blue Network 


to finished, packaged lamps. This is costly 


—but pays off in customer satisfaction. 


“& Westinghouse always has maintained year- 


in, year-out, never-stop research. 


*& Continual improvements in manufacturing 
technique mean continual improvements 


in the lamps themselves. 


** For these reasons, if you want to get the 
most out of handling lamps, it pays to push 
Westinghouse Lamps. Westinghouse Elec- 
tric Corp., Lamp Division, Bloomfi.ld, N. J. 
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mew unit employs a separate set of 
cooling coils concealed in the walls 
of the cabinet surrounding the fresh- 
ener. These coils, together with 
glass shelves which reduce moisture 
absorbing air circulation, maintain a 
still super-moist condition in the com- 
partment. 

Lead-off model of the 1946 series is 
the CS-7, the lowest-priced of the 
gioup. Incorporating all of the basic 
Kelvinator engineering and construc- 
tion features, the seven-cubic foot 
unit has 12.2 square feet of easy-to- 
reach shelf area, with a freezer com- 
partment capacity of 9 pounds of ice 
cubes, and 20 pounds of packaged 
frozen foods. The next step upward 
in the line is to the C-7, a seven foot 
model with four additional outstand- 
ing “step-up” features: the roomy 
vegetable Crisper, a sliding meat chest, 
with a capacity of up to 12 pounds, 
the five-way “Magic Shelf” and 1 1/4 
bushel vegetable bin. Next higher in 
the line is a third seven-foot model, 
tle CD-7, which has double Crispers 
with crystal clear glass covers, 13.] 
square feet of shelf space, and a 
freezer capacity of nine pounds of ice 
cubes and over 30 pounds of packaged 
frozen foods. 


Dishwasher Production 
On Assembly Lines 


Automatic electric dishwashers will 
come off the production lines at a 
rate exceeding 100 daily during the 
first quarter of 1946 at Edison Gen- 
eral Electric (Hotpoint) Appliance 
Co., John Fellmann, manager, kitchen 
sales division, said following the 
lounching of assembly line production 
in Chicago last week. 

Asserting that the 100 units daily 
schedule was aimed at for immediate 
production, he added that the new 
‘manufacturing method would permit 
almost any “reasonable” further pro- 
duction expansion as the market de- 
veloped. 

Noting that builders as well as 
leading stores would include electric 
dishwashers in remodeling and new 
home construction, he predicted the 
automatic machine would show the 
greatest percentage increase in sales 
of any electric appliance. “The plan- 
ned all-electric kitchen is built around 
the dishwasher and disposal] en- 
closed in the cabinet sink,” he said. 
“Thousands of women have told us 
that they want a machine to wash 
and dry dishes, but most of them say 
they will not be content with ‘half- 
measures’ and such a device must 
actually perform an automatic serv- 
ice.” 


The new machine in production at 
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This picture shows the first mass production of the automatic electric dish- 
washers for postwar. For 25 years before the war, Edison General Electric 
(Hotpoint) Appliance Co. made dishwashers by bench-assembly meth- 
ods. Greatly increased demand has caused change over to assembly line pro- 
duction, resulting in prices below 1942. i 


Hotpoint performs eight operations, 
starting with a spray, then rinsing 
and washing at one touch of a button 
without the use of soap. A heating 
element comes on automatically to 
dry the dishes after washing, and 
then the machine turns itself off, 
Fellman explained. 

The company’s announcement of 
a 30 per cent cut in the selling price 
below 1942 has been hailed by dis- 
tributors and dealers as the stim- 
ulant needed to broaden the market 
for the automaitc dishwasher and 
assure a strong demand among con- 
sumers, he said, explaining that the 
“accellerated production” would make 
possible immediate shipments to pro- 
vide “full dealer displays by early 
1946.” 


Frigidaire Division 
National Pricing Plan 


The Frigidaire Division, General 
Motors Corporation, Dayton, Ohio, 
recently released their first postwar 
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household refrigerators for sale to the 
public through Frigidaire dealers and 
distributors throughout the country. 

In making this announcement, H. 
M. Kelley, appliance sales manager of 
Frigidaire, also stated that Frigidaire 
has put into effect a national pricing 
plan, which, exclusive of excise and 
local taxes, establishes a retail cash in- 
stalled price, for each model that is the 
same throughout the entire United 
States. Under this plan all carload 
freight charges from the factory to dis 
tributors and dealers, and all less-than- 
carload freight charges from distrib 
utors to dealers outside warehoust 
city metropolitan areas served by 2 
common carrier, will be paid by the | 
factory. 

This plan replaces the zone price 
plan under which Frigidaire has been 
operating for a number of years past 
Under the zone plan refrigerators 
were sold at different prices, depend- 
ing on the zone the dealer was lc 
cated in, and the distance the dealer 
was from the zone distribution point. 


Pi cee 





3 























o the | 


; and 
intr. 
t, H. 
rer of 
idaire 
ricing 
> and 
sh in- 
is the 


nited | 


irload 
‘0 dis- 
‘+than- 


istrib- f 
10use- FF 
by 2 | 
YY the : 


price i 


been FF 


| past 

rators 
pend- 
as lo 
dealer 
point. 


1945 


A—Wood screw 
holes each . 
for surface: 
mounting. 


C—¥%_" KO where mount- 
'ng to service outlet is 
desired or BX connection. 


D—Double KO on this 
side of channel for switch 
‘small inner KO) or BX 
(large outer KO). 


ECTRICAL SOUTH for DECEMBER, 1945 


GIBSON 
 STRIP-LITE 


Because the “Sliding Socket Racks” provide 

. + . easy access to all knockouts . . . sockets 

slide out of working area making installation 

simpler and easier, alterations of any kind 
can be made on the unit any time after installation 
has been made without removing the channel. Cover 
can be removed, or installed quickly by means of 
two small screws at each end of the cover. 


Quicker, simpler installation because the channel is 
a complete unit in itself. Assembly of one unit or 
continuous rows, is therefore, made more economi- 
cally because channels can all be placed in position 
and then wired without having to handle reflector. 





SPECIFICATIONS 


Model Wattage Length Width Overall Depth Price 
1151 15 19” 2-13/16” 3%" $5.95 
1201 20 +25” 2-13/16"% 3%" 5.95 
1301 30 37” 2-13/16% 3%” 9.95 
1401 40 49” 2-13/16" 3%" 9.95 


FINISH ... Reflector is finished in infra-red “hi- 
baked” white enamel having a reflectance value of 
above 88%. Channel and socket racks finished in 
beautiful natural, satin aluminum. 


a FACTURING CO. 
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Home Freezer Market 
Discussed at Meeting 


Nearly 40 distributors from South- 
ern and Southwestern states were as- 
sembled in Atlanta recently to hear 
discussions on the products and sales 
promotion plans of the Deepfreeze 
Division, Motor Products Corp., 
North Chicago, Ill. 

Among those who participated in 
the program were F. F. Duggan, gen- 
eral sales manager; R. V. Newbell, 
advertising manager; S. J. Seibert, 
service manager, and Thobin Elrod, 
southern regional manager, all of 
Deepfreeze; and Howard Bede, ac- 
count executive of the Leo Burnett 
Advertising Agency. 

In commenting upon the tremend- 
ous market for home freezers, Mr. 
Duggan pointed out that wage earn- 
_Iugs and savings were at an all-time 
high, that more than 6,600,000 re- 
cently married couples are in the 
market for home appliances, that new 
home building in the next five years 
is expected to be more than four and 
one-half times the number of homes 
built in the last five years, and that 
there is evidence that the public is 
ready to accept the home freezer as a 
necessary home appliance even 
though the saturation at the present 
time is less than two-tenths of one 
per cent. 

__Mr. Duggan estimated that the ex- 
isting market for home freezers would 
represent about 23 to 27 per cent of 
all wired homes; the market is not 
confined to large families in small 
towns. The service provided is so fun- 
damental that every home is a prospect 
—it is a second step in refrigeration. 
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Distributors from Southern and Southwestern states were products and sales promotion plans of the Deepfreeze Di- 
assembled in Atlanta recently to hear discussions on the 


Resolution Passed to 
Increase Ampere Limit 


Resolution recommending to mem- 
ber- companies an increase in the 


permissible locked rotor currents to 40 ~ 


amperes for residential service at 115 
volts has been passed by the Edison 
Electric Institute and also by the 
Pennsylvania Electric Association. 

This important action resulted from 
the discussions of a joint committee of 
the Edison Electric Institute and the 
Air Conditioning and Refrigerating 
Machinery Association, covering par- 
ticularly the installation of room air 
conditioners in residences. This type 
of connected load is expected tc in- 
crease substantially over the next few 
years. 

The Aix Conditioning and Refrig- 
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“J know—but, indirect lighting is 
the modern way!” 


vision, Motor Products Corp., North Chicago, Lilinois. 


ELECTRICAL SOUTH for DECEMBER, 1945 


erating Machinery Association is re- 
commending to its member-companies 
that those air conditioners which are 
tor use in residences and which do 
not meet the 40-ampere limit at light- 
ing voltage be manufactured and in- 
stalled for 230-volt operation. 


Natural Rubber Insulated 
Wire Is Again Produced 


Electrical wire insulated with nat- 
ural rubber latex is back in the civil- 
ian production list after a three-and- 
a-half-year wartime blackout, A. S. Ba- 
sil, chief engineer of the wire and ca- 
ble division of United States Rubber 
Company, announced recently at the 
opening of the 50th annual conven- 
tion of the International Municipal 
Signal Association in the LaSalle 
Hotel. 

In resuming production of this wire 
—known by the trade name Laytex- 
the company will utilize natural rub 
ber formerly set aside for the insula 
tion of wire for the armed forces, 
Mr. Basil stated. During the war the 
Army and Navy used more than one 
and one-half million miles of the wire, 
enough to encircle the earth’s equator 
60 times, he said. 

Laytex wire is insulated by running 
the conductor through a bath of liquid 
rubber. This process makes the fin- 
ished wire light in weight and small 
in diameter, and it insures perfect cen- 
tering of the conductor. The other i- 
sulation method in general use com 
sists of extruding the insulation on the 
conductor in plasticized form. A teel 
of Laytex telephone wire used by In- 
fantry soldiers weighs 30 pounds, 
compared with a weight of 133 
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J : e TAKE ADVANTAGE OF THIS 
UST O EXCEPTIONAL TRAINING PROGRAM NOW 


its press To help you get your share of the tremendous market in both 


new and modernized lighting installations, General Electric, 


in cooperation with the famous LaSalle Extension University, 
has prepared the best sales training program the lighting in- 
dustry has ever seen. This is YOUR chance to give your sales 
force the finest, most valuable type of sales training at an un- 


believably low cost! 


Don’t delay. Never before have you had such a chance to cash 
in on extra training and knowledge. Never before has there 
been such a tremendous lighting market . . . ready and eager 
to BUY NEW LIGHTING. 


Two basic texts are common to all the courses except that on 

home lighting. These texts contain basic discussions on the 

fundamentals of light, vision and seeing; the fundamentals of | 
Fundamentals salesmanship and buymanship in each field; the solving of 
tor Selling specific lighting problems, and selling facts about G-E Light 
Better Lighting sources. The following outline shows some of the important, 
rasignment I essential facts covered in each course. 


STORE LIGHTING SALESMANSHIP 
Three complete texts covering: 


a. Merchandising knowledge needed in selling store lighting. 

b. Lighting for attraction, appraisal and atmosphere. 

c. How to locate and approach store lighting prospects. 

d. How to make oa survey of store lighting needs and how to sell the 
lighting recommended by the survey. 


INDUSTRIAL LIGHTING SALESMANSHIP 

Two complete texts specifying: 

a. How to find and approach industrial lighting prospects. 

b. The various types of industrial lighting needs. 

c. Methods of surveying and selling complete industrial lighting in- 
stallations. 

d. How to follow through on industrial sales. 


| OFFICE AND SCHOOL LIGHTING SALESMANSHIP 
= Two complete texts containing: 
a. How to locate lighting prospects. 


b. A listing of particular lighting needs of various kinds of offices 
and schools. 
c. How to make office and school lighting surveys. 


d. How to close the sale. 
T N HOME LIGHTING SALESMANSHIP 
Five comprehensive texts discuss: 


a. How to judge lighting and decorative effectiveness. 
b. Practical selling approaches. 
c. How to close home lighting sales. 


d. Sales arg its to trate the need for better home lighting 
installations. 


CONSULT YOUR G-E LAMP SUPPLIER TODAY! 





sotidgeamis STAY BRIGHTER LONGER |! 
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Chromy says: 


"The Fit makes att! 
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Electric Ranges 
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‘It’s always a na 9 ~f eo you — with 

ROMALOX Sxuperspeed and Heatflo Units. The CHRO-_ : 

LOX Snap-on Adaptor Ring does it...for CHROMALOX : These famous CHRO- 
aptor Rings—installed in a jiffy—stay snug and tight. : MALOX Super-speed 
Mote profit too with CHROMALOX units. A small in- : and Heatflo units are 
itory of Superspeeds and Heatflos plus inexpensive : the result of twenty- 
up-on Adaptor Rings, service all makes of Electric : five years continuous 
iges. Less manpower, time and inventory means; h d é 
re profit to you per call. : researc _an engi- 
Write for Bulletin CF-145 showing CHROMALOX =: neering in the field 
erspeed and Heatflo Range Units which are available : of electric heat under 


immediate replacement. : rigidly maintained 
E /, y Le WwW. ° @o : standards of excel- 
° Cegand * : lence. 
7600 Thomas Bivd. Pittsburgh 8, Pa. : : 
C. B. Rogers, 1000 Peachtree St., N.E., Atlante, Ge. FECES ReSb CO aenbeeberameeseenees 


L. R. Ward Co., 403 Southland Buildin Annex, Dallas 1, Texas; 
932 M & M Building, Houston 2, Texas 
W. R. Phillips, P. O. Box 2561, Releigh, N.C. 


on new ranges and for replacements 
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pounds for a reel of similar length 
formerly carried by front-line troops. 

The smaller diameter of the wire 
permits the additions of many new 
circuits without increasing the size of | 
existing conduits. 


First Local NERA Chapter f 
Formed at Jefferson City 


The Jefferson City, Mo., chapter of F 
the National Electric Retailers Asso- | 
ciation, organized recently, is the first [ 
local chapter to be formed in the | 
United States, officials have an- | 
nounced. The chapter was formed at § 
the suggestion of Gene Schneider, and 
was organized by Charles Gillespie, | 
L. E. Woodman, and John Toennes. | 

The chapter consists of 21 active 
members, two sustaining members, 
and one associate member. Mr. 
Schneider is president of the organ- 
ization; Milo Walz, vice president; 
Mr. ‘Toennes, secretary; and Lany 
Schweiterman, treasurer. 


$1,000 Victory Bond Is 
Awarded to Electrician 


Alva McMullen, chief electrician at 
Burdine’s, Miami, Fla., recently re 
ceived a $1,000 Victory Bond from 
the store, in recognition of long and 
efficient service. The presentation 
was made by George E. Whitten, the 
corporation’s president, at the semi- 
annual meeting of Burdine’s Seniority 
Club. This organization is composed 
of employes having five or more years 
of continuous service. McMullen has 
been with the store for an even quar { 
ter of a century. 
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Southern Conference of ' 
Garod Held in Atlanta 


In conjunction with a nation-wide | 
tour of the 1946 Garod Radio line, 
nine regional distributors and several 
hundred dealers from seven states 
barnstormed a “southern conference” 
staged recently in the Biltmore Hotel, 
Atlanta, Ga. Master impressario for 
the receiver showing and dealer meet: | 
ing was Reid H. Cox, Garod’s south- 
ern state’s representative, whose head- 
quarters are in Atlanta. 


Genial host Ray T. Ringler, of 
Maga Distributors Ltd., Macon, Ga, 7 
welcomed the dealers and distributors } 
to his home state, which he coves § 
exclusively for Garod. After giving his © 
nod to the merchandising and dis § 
tribution set-up, Mr. Ringler into § 
duced Lou Silver, Garod’s sales mat 
ager, who gave personal assurance 
dealer protection and advertising sup 
port. Mr. Silver pointed out the a¢ 
vanced technical features of the com 
soles, table models, farm radios, table 
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> en protected against corrosion by the best process 


ey 





RIGHT 













butors 4 { -_ 

covers gs ent Gana DOUBLE. Charp edge from sheared section Rounded ends of Hubbard Clamp 
ng his & injures and weakens the guy at end sections protect strand. ; 
1 dis: be of clamp 

intro § 

my ale 

1ce 

— HUBBARD .nzq COMPANY 

he ad Pittsbural ; Tilo mG iil: } . 

> COl- . 


table 


1945 





ELECTRICAL SOUTH for DECEMBER, 1945 



























































+. forsale 


* 
« 
Seacece® ® 


There’s only one moving part in Fed- 
eral Noark Controls...and that 
part rolls on ball bearings—an ex. 
clusive Federal feature! Result? 
Smooth, faster making and break- 
ing of contact, accurate action... 
less friction . . . longer life. Here 
are more reasons for specifying 
Federal starters: 


@ Double break pure silver contacts 
held by a single screw for ready 
replacement. 


@ Heavy arc barriers located for 
strength, flashover resistance, high 
arc rupturing. 

@ Molded parts have asbestos base 
with non-carbonizing inorganic 
binder. 


@ Coils readily changeable—just re- 
move retainer spring, loosen yoke, 
take out magnet. 







@ Overload relays — combination 
hand and automatic resef. Bime- 
talic type. Originated by Federal. 


® Heaters frontmounted, accessible; 
trip @mpere stamped on ynits. 


Send for your copy of the FEDERALOG. 


FEDERAL ELECTRIC PRODUCTS COMPANY, INC. 


EXECUTIVE OFFICES: 50 PARIS ST., NEWARK 5, N. J. + PLANTS: HARTFORD, CONN. - NEWARK, N. J. 
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combinations, and portables on dis- 
play, such as the “Hide-A-Way”’ rec- 
ord changer, “Grandtone” circuit, and 
the easy-to-read plastic slide-rule dials. 







Aviation Corp. to Begin 
Large Range Production 











The Aviation Corporation shortly 
will begin large-scale production and 
marketing of new gas and electric 
kitchen ranges as part of its peace- 
time reconversion program, Irving B. 
Babcock, president, has announced. 

The range, which is radically dif- 
ferent in design and performance, will 
be on the market early next year, 
Mr. Babcock said. It was engineered 
and developed at the corporation’s | 
laboratories in Detroit under the di- | 
rection of Dr. J. A. Snow, research 
scientist. 

Dealers and distributors through- | 
out the country have given evidence § 
of wide interest in the stove, Mr. 
Babcock said. Features incorporated 
in the new design have been sought | 
by housewives for years, he added. 


RRO Ir, 


oe 


First Toastmaster #| 
Toasters Shipped * j 


First shipments of the new Toast | 
master toaster have been made to dis i 
tributors, it was announced by Wil | 
liam E. O’Brien, general sales mam- | 
ager, Toastmaster Products Division, § 
McGraw Electric Company. Initia © 
shipment was staggered over a period | 
of several days to provide for arrival 7 
of Toastmaster toasters in all markets, 7 
at about the same time. 

It was also announced that no in | 
crease in price is being planned and | 
that the prewar list price of $16.80, 
which includes excise tax, would bk 
made effective. The manufacturer e 
pressed sympathy with our govem- 
ment’s program to prevent inflation 
and stated that it would be their 
earnest endeavor to retain prewar sell 
ing prices, if at all possible 


gna 


Oklahoma Forms New 
Administrative Board 


A new state electrical administ 
tive board to supervise electricians and 
contractors and to enforce electn 
safety laws has been organized in Okls 
homa. Emerson Akeman, Oklahom4 | 
City, was elected chairman at the or F 
ganization meeting in Oklahoma City, F 
November 7. 4 

Secretary is Clifford Anderson, © 
Oklahoma City, and other member 
of the board are: State Fire Marshal 
T. J. Ellis, Oklahoma City; Roy G. 
Kent, Enid and Louis Drummond, 
Ada. 
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Boe v3 MACALLEN MICA 

sot | * eee lt Has What lt Takes! 
woh MACALLEN MICA is the universal choice in every shop doing 
quality, guaranteed motor service work. MACALLEN MICA has 
ee the highest dielectric strength of all easily worked insulation mate- 
id = , rials and is unaffected by heat. 

», Mr § Manufactured under exacting production controls to insure per- 
orated © fect accuracy, MACALLEN MICA is furnished in sheets in all 
sought | thicknesses and sizes for moulding and cold forming, segments, and 
a in every other form required for all shop needs. 

: Use MACALLEN MICA for your best jobs. 
Al Samples and Prices Sent on Request 

Toast 3 MANNING INSULATING PAPERS 

a ‘¢ oe They're TOUGH! 
} man | MANNING No. 300 tops the field of insulating papers. 100% rag 
vision, © content —excellent dielectric strength— maximum varnish absorp- 
Initial © tion — superior heat aging quality — won’t delaminate —- tough to 
period § tear — saves labor on rewinds — protects against shorts or grounds 
arrival © —MANNING 300 PAPERS offer the best on every count. 

arkets, | Uniform in thickness—furnished in all convenient sheet sizes and 

weights. 

no i | Avoid comebacks— insure your work and profit with MANNING 
od ry INSULATING PAPERS. 

ny Write for Samples and Prices 

rer ex 

7overn- 

hatin KIRKWOOD COMMUTATORS 

eee Built For Long Service! 
- KIRKWOOD dependable COMMUTATORS insure against service 


failures. Engineered for accuracy—precision machined to bore and 
diameter — bars that won’t throw —high grade mica— heat treated 
to reduce expansion and excess mica binder— KIRKWOOD COM- 
MUTATORS will withstand the most severe changes of vibration, 


heat and speed. 
inistta Engineering skill and the finest production methods guarantee 
ns and | KIRKWOOD built-in quality. 
electne | Prompt shipment from stock can be made on commutators for 
1 Okla: refrigeration, Commercial or vacuum cleaner motors, and automo- 
ahoms | tive types. 
“ Md : Ask for Complete Kirkwood Catalog 
a Olly, © 
Jerson, | 
ember f (a INSULATION AND WIRES INCORPORATED [nati eee 
| ] : 2127 PINE ST. + ST. LOUIS 3, MISSOURI of the IWI 
J Bive Catalog. 


:mond, i ATLANTA 3, GA. ° HOUSTON 2, TEX. 
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Gentlemen: please send me name and address of nearest TK distributor. No 
obligation. 


FIRM NAME 





ADDRESS CITY 





















News About People 








Carl Birkhold has been appointed 
the New Orleans district manager by 
R. M. Oliver, vice president, Proctor 
Electric Company, Philadelphia, mak- 
ers of the Never-Lift iron and other 
quality convenience appliances. 

Mr. Birkhold brings to Proctor over 
ten years of sales and supervisory ex- 
perience in allied fields. During the 
war he travelled as coordinator of en- 
gineering for the Curtiss Wright Cor- 
poration, of Columbus, Ohio, builders 
of the famous Hell Diver Aeroplane 
for which Proctor Electric Company, 
as sub-contractor, built the Turtle 
Back. 








Carl Birkhold 


In his capacity as district manager, 
Mr. Birkhold is responsible for the 
sale of Proctor appliances throughout 
Louisiana and Mississippi, and parts 
of Florida, Tennessee and Alabama. 

x * * 

Effective immediately, Aubrey L. 
Jordan is taking over the duties of 
merchandising manager for the Gray- 
bar Electric Company in Nashville, 
Tennessee. He began his career in the 
electrical industry in 1914 and has 
spent over 25 years in the employ of 
power and light companies. During 
the later years he worked first as mer- 
chandise manager for the Southem 
Cities Power Company, opening and 
operating 17 retail merchandise stores 
in the company’s territory. In 1930, 
when the Tennessee Electric Power 
Company purchased the Southem 
City Power Company, he was selected 
to stay on and work as merchandise 
salesman for Tennessee Power. He te 
mained there until 1939. 

x * * 

Leslie E. Leas succeeds L. Garrett 
as secretary of the Arkansas Power & 
Light Company, President C. H. 
Moses has announced. Mr. Garrett 
resigned his position and was elected 
secretary-emeritus. Mr. Leas came to 
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ECT 





That’s the name for the Johnson belt-driven 
propeller fan shown at left. It’s big and its lusty... 


it has an appetite for work and no job is too tough to handle. 





* Displacing air at a rate of 4,500 to 25,000 cubic 

feet per minute (depending on size) it is capable of giving 

proper ventilation to small or large residences, offices, restaurants, 
factories, class rooms, garages, warehouses or any of a hundred different 
places. * The new 1946 model is now ready for delivery... 


sizes range from 24 inches to 54 inches. Order today . . . and save delay. 


Johnson Fan & Blower Corp Sine 


chamber for econom- | » 4 
ical aftic installation 1319 West Lake Street Chicago. Illinois 
H. C. BIGLIN, 177 HARRIS ST., N. W., ATLANTA 3, GA 


WASHING MACHINE 
R Parts 


For All Makes 
WHOLESALE 


Serving Southern Dealers 








and Repair Agencies 
PROMPT SHIPMENTS 
Goodrich Wringer Rolls 


pSTRIBUTORS| Gates Belts 


T-K Range Parts 


Write for Catalog— 
PRICE $1.00 Prepaid 


OL L.9 
Fa 


= 
() MACHINE REPLACEMENT PAT, 


811 i 9th St., N. W. 
WASHINGTON 1, D.C. 


MEMBER, APPLIANCE PARTS JOBBERS ASS’N. 
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ERNEST T. LOYD 


(OUR SOUTHERN REPRESENTATIVE) 


ON THE OPENING OF A NEW OFFICE 
AND WAREHOUSE 


69 MILLS STREET 
ATLANTA, GEORGIA 


DIAMOND WIRE & CABLE CO. 
CHICAGO HEIGHTS, ILLINOIS 


MANUFACTURERS OF 
ELECTRICAL FLEXIBLE CORDS 
















No wonder 
yy she’s ready 
I for a WAVERLEY 








Sus your customer, see? An’ all these years she’s been 
| ironing with an old fashioned iron, see? Jt’s estimated 
that every ironing day, she lifts more than 5,000 pounds of 
dead weight! No wonder lots of ladies bought Proctor 
Never-Lift Irons before the war. No wonder lots more 
are ready to buy as soon as we can start making ’em again! 
’Cause Proctor took the lift-work out of ironing, see? 





(735 WEW.. ATS EXCLUSWWE...A7E 


PROCTOR 


WEWSIMAKER IN APPLIANCE MERCHANDISING 


PROCTOR ELECTRIC COMPANY, DIVISION OF PROCTOR & SCHWARTZ, INC., PHILADELPHIA 40, PENNA. 








work for the company in August, 
1923, as chief clerk for Secretary Gar- 
rett. 

* x * 

After nearly four years of military 
service, Lt. Colonel Bern Dibner re. 
turns to his civilian post at the helm of F 
Burndy Engineering Company, New § 
York, the company he founded in 
1924 for the manufacture of electrical 
connectors. 








Col. Bern Dibner 


Lt. Colonel Dibner took leave from 
his company in April, 1942, to volu- 
teer his services to the U. S. Army. He 
was given the rank of captain, and, be 
cause of his technical knowledge ani F 
ability, was assigned to special wot 
with the Army Air Forces Proving {7 
Ground Command and later with th 7 
Strategic Bombing Survey in Europ 
in 1944. He was raised to the rani 
of major in 1943 and finally to th | 
rank of lieutenant-colonel early thi 
year. He also was awarded the Bronz 
Star Medal, being cited for, “. . . ca 
tying out spearhead work under diff | 
cult and dangerous conditions . . 
and reflecting great credit upon hin 
self and the armed forces of th 
United States” (as quoted from th 
citation). 
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* * 


John May, vice-president in chagt 
of sales, American Steel & Wire Co, 
U. S. Steel Corp. subsidiary, has a7 
nounced the appointment of Joly 
Graham as general manager of salé/ 
At the same time, R. F. Curtis, for 
merly assistant manager of the mant) 
facturers products division, W)) 
named manager of that division, so 
ceeding Mr. Graham, with Noma™ 
Sted, formerly in Cleveland distntly 
sales, as assistant manager under Mi 
Curtis. 

* * # 

Sam M. Sharp has returned to bi 
duties as chief engineer for Southwe' 
ern Gas and Electric Company, afté 
over three years’ service in the U. 
Army. Entering as a captain, he 
tired as lieutenant colonel. 


x 
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VAMM...NORACO? 








‘ith the © Put away Webster, Professor, you won't find “‘Raco”’ listed there. But electrical 
Eune | contractors, architects and builders the country over will tell you RACO is 
‘a the the trademark for the All-Steel-Equip line of switch boxes and outlet boxes. 
. 
y a CHECK THESE RACO ADVANTAGES 
TONZ | . ‘ ° ° ° 
" @ They're clean. Raco: All-Steel + Products bring you a smooth, attractive finish. No jagged 
or diff | or rough edges, no dirt or grease. 
8 hi @ They're packaged. Raco products come in neat, good-looking cartons. Cartons have a 
of the readable index clearly showing product number, quantity and finish. 
om the @ They're uniform. All-Steel has been making precision metal products for over 32 years. 
The Raco line is made with the same care—to the same exacting standards! 
chat Remember, too, the Raco+ All-Steel line is sold nationally through wholesalers only. 
ire Co, You'll find it’s the nation’s quality line. Look for the Raco trademark —a sure sign of 
has af dependable products. 
of Joloy — 
‘eo . 
of . _——— Use Raco clamp type boxes to solve many of a 
rtis, 10" " ‘ re, your connector worries. 
nt ) 
4 — DO-21-N-3, 3%" dia. is widely used with non- 
I, out metallic cable. 
Nenu DO-30-N, 343" dia. is the perfect box for use 
distri if with “BX.” 
der M. ; ALL-STEEL-EQUIP COMPANY, INC, y 
-21-N-3 3\6" dia io ’ vate DO-30-N 316" dia. 
DOION te Cia Be ensington Avenue, Aurora, Illinois DOIN y ‘ia. 
d to hip 
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Loyd T. Williams, who served as 
acting chief engineer for Southwestern 
during Mr. Sharp’s absence, has been 
named assistant chief engineer, it was 
announced by Frank M. Wilkes, presi- 
dent. 

Xe * * 

L. M. Smith was elected a vice 
president of Alabama Power Company 
by its Board of Directors on Novem- 
ber 20. 

Mr. Smith, who has been with the 
company for twenty-two years, started 
as a draftsman. Most of his experience 
has been in the enginecring field, but 
for the past several years he has been 
engaged in public relations work. He 
has been director of public relations 
for Alabama Power Company for the 
past year. 

* & * 

Arthur R. Tofte has been named 
manager of the advertising and public 
relations department, Allis-Chalmers 
Manufacturing Co., by William C. 
Johnson, vice president of the firm’s 
general machinery division. 

Mr. Tofte has been a member of 
the department since 1938. He suc- 
ceeds George J. Callos, who resigned. 
The new manager entered the depart- 
ment as copy chief. He became direc- 
tor of employe publications in 1942 
and held that position until he was 


selected to head the department. 
* * 

Edwin A. Hamala returns to the 
posit.on of advertising manager of the 
Elec:ric Vacuum Cleaner Co., Inc., 
Cleveland, Ohio, the post he held 





Edwin A. Hamala 


prior to two years’ military service 
with the Army Ordnance Depart- 
ment’s Research and Development 
Service. The company manufactures 
Premier vacuum cleaners. 

* * 

R. M. (Bob) Dexter has resumed 
his duties as representative in the 
West Tennessee territory for McDon- 
ald Brothers, Philco distributors in 








EFFICIENCY ADJUSTABLE INSULATOR SUPPORTS 


@ The Wide adaptability of the 
EFFICIENCY Adjustable Support 
makes it the favored choice where- 
ever electrical conductors are to be 
in industrial plants 
in all open steel construction. 
They clamp to the beam . . . saves 
drilling or punching of the beam. 
Note that the adjustable features 
of this support permits the adjust- 
ment or movement of fittings up to 
120° from vertical position. The Adjustable Support is 
designed to carry insulators and fittings at any angle, 
either above or below the beam. 
mounting of several conductors on one support, where 
necessary, or any combination of wires or cables by 
the addition of various fittings. 
Write today for our Catalog No. 38B ... 
cemplete information on _ this 
and other EFFICIENCY Electrical Devices. 


installed 


contains 














It permits the 











Memphis, Tenn., after having served 

three years overseas with the U. § 

Army Air Corps. He was a member of 

the 15th Air Force located in Italy 
* * 

H. E. Edmondston recently joined 
the organization as appliance repre) 
sentative. Mr. Edmondston is 4 
Memphian, and was in the automobile 
business before the war. 

* & # 

H. J. Dennis, who recently returned 
from the Army Air Corps, will repre 
sent S. T. Schoolar & Co., of Rich? 
mond, Va., with headquarters in 
Durham, N. C. Lionel H. Guy, for § 
merly with Graybar, Nashville, wi] 
represent the company in Tennessee, 
with headquarters in Nashville. Lewis, 
J. Crews will continue as sales manager f 
and lighting engineer for the fou) 
states in which the company operates,” 
Virginia, North Carolina, South Caro 
lina, and Tennessee. 

* & & 

H. R. Kreutter has assumed the) 
managership of the Lindsay and Mor | 
gan Service Department, Savannah, | 
Georgia, Vice-President Fred A. Ray” 
has announced. 

Mr. Kreutter was graduated from 
Pennsylvania State College in 1934 and 
has an Electrical Engineering degree 
Shortly after his graduation he joined | 


























H. R. Kreutter 


é 
the General Electric organization olf 
most of his varied experience was bf 
tained with the Electronic Depaty 
ment in Bridgeport, Conn. His dubé 
embraced radio manufacturing desigs) 
and during the war he became 4 
sign engineer on radar equipment ple 
duced by General Electric. 
months ago Mr. Kreutter was 
manager of the Technical Service Sb 
tion, Receiver Division, at Bridgep0™ 
* # 

H. W. Crowe Jr., sales manaf 
for the Southern States Equipmé 
Corporation at Birmingham, Ala.! 
resigned to accept a position with ! 
Oman Construction Company 
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Buy Universal © 



































Small Appliances Make — f 






2 +3 : ? 
i ersal €4 S on: ze. 
Chicago Host to Univ ie a gt j. Big Hit at Chica © Show 9? 
and Water Heaters 2 ection pi ow 
Ranges dene é - Buy Universal] ’ 
Buy Universal SN J 





Our time is your time — the ‘Chicago 
Housewares Show is the place. Make the 
Universal exhibits your headquarters. 
Your friends will be there to greet you. 



















See Batvoreat at Chicago 


HOUSEWARES SHOW, December 30 to January 4 
MAJOR APPLIANCES 
Palmer House, Exhibit Hall Booth 80 


SMALL APPLIANCES AND HOUSEWARES 
Palmer House, Rooms 843-844 





Cleaning Equipment 


{ - Ateclaim Universal Home 
( 
oe ‘Buy Universal 
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Hook Up With 
KWIKON No. 202 


Service Cable Head 


For the most 


economical, approved 8 


method of 
service cable 
installation 


Approved by 


Underwriters’ Laboratories, Inc. 






Kwikon Company is represented in the Southeast by: 


ERNEST T. LOYD 


ATLANTA, GEORGIA 


KWIKON CO 


1850 W. WASHINGTON BLVD. 
em CHICAGO 12, ILLINOIS 











*COLOVOLT COLD CATHODE 
INDUSTRIAL FIXTURES 


8 feetlong 


Here is the new Colovolt industrial 
fixture, one of a complete line of in- 
dustrial and commercial “packaged” 
units. Equipped with the standard 93” 
Colovolt 10,000 hour lamp, Colovolt 
fixtures may be used singly or in con- 
tinuous line lighting in multiples 
of 8 feet. Instantaneous starting, no 
flickering, guaranteed for 1 year ex- 


*Trade mark regis- 
l i palm tered U.S, Pat. Off. 
ae 





GENERAL LUMINESCENT CORPORATION 


CHICAGO 5, ILLINOIS 


680 S. FEDERAL STREET 


LOW VOLTAGE 


-. all steel 





cept for failure due to breakage are 
extra advantages of the Colovolt Cold 
Cathode low voltage fluorescent 
lamp. The long life expectancy of 
Colovolt lamps may be realized even 
when constantly turned on and off, 
and pre-scheduled re-lamping, with 
no loss of production or time, is now 
possible with Colovolt installations. 


Contact your electrical wholesaler or job- 
ber, or write us for full details and prices. 











Nashville as superintendent of eleo§ . 
trical operations. He served as eng. 
neer supervising electrical distribution 
and transmission construction for theR 3 
Empire Construction Company aniij 
the Georgia Power Company befor) 
jeining Southern States. Prior to hij) 5 
appointment as sales manager fojy ® 
Southern States, he was field engineer, S 
service engineer and acting sales man 
ager for the same concern. 
* + fal 
Ralph C. Dean has been appointed 
sales manager of the conduit product} 
division of General Electric’s Appl} 
ance and Merchandise Department, E 
Bridgeport, Conn., it has been =f 


nounced by D. J. Murray, divisin® 4, 
manager. 3 D 
* %* * 


Samuel G. Boyd, southeastern many ;, 
ager for Diehl Manufacturing Com) j¢ 
pany, of Somerville, N. J., for the pat® er 
12 years, resigned that position to Xf 


come manufacturers’ representativ) N, 
with his own agency in Atlanta. fF an 
bri 


é 

zz 
= of 
Bb 





» cha 
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) plia 
hea 
han 
Before coming to Atlanta, he li) rep: 
had a good many years’ experience! 
the electrical field in the East, whet E 
he was connected with Diehl, Rei) Va. 
ance Electric & Engineering Co., a7 Kilr 
Graybar Electric Co. Among the lin)” deal 
which he now represents are The lé~ Cap 
land Electric Company and Utilit 
Appliance Corporation. : T 
* %* * a Con 
L. F. Kummel has been appointt{) the 
sales manager, underfloor distributi) to h 
systems, of the conduit products div plun 
sion of General Electric, it has beg) supp 
announced by D. J. Murray, divisi) ance: 
manager. Mr. Kummel was forme) duct 
district manager of the construct Jacks 
materials division in Cleveland. 4 depa: 
* *& p elects 
Robert H. Fite recently was elect 
vice president of the Florida Pow 





Samuel G. Boyd 





Le 


and Light Company. Mr. Fite, @ "ame 
one time, was connected with FPLa™ La, 

general sales manager. Later, he ™ startq 
associated with Ebasco Services, show 
York City, in a sales promotio “gs 


capacity. 


ELECTRICAL SOUTH for DECEMBER, !9 Eq 












f eles 
S engi 
bution 
for thee 
y andl 
befor 
to his 
er for 
gineer, 
S$ mat 






0inted 7 
roduct 
Appl: § 
rtment, © 
en =f 
livision F 


; 


n man § 
+ Com § 
he past 

1 to bef 
entative © 
a. & 





he hi 
jence it 
-, whet 
il, Rel: 
0., ant 
he line 
The Lé 
Utilit 


point 
ributio sg 
cts divi 
as beet 
divisio™ 
former 
struction 
d. 










; elect 
1 Pow 
Fite, 
FPL4 
he W 
es, Ne 
notio 






R, 1 











New Dealers — New Lines 








Hartsfield Jewelry Company, Jack- 
sonville, N. C., has leased a building 
now being erected on New Bridge 
Street, and will open an electrical ap- 
pliance department there. At present 
the appliance division is being oper- 


; ated in the jewelry store on Court 


Street. M. E. Dennis will be manager 
of the appliance division. 
* % %e 

The building of Bales & Womack 
Electrical Contracting Company has 
been underway in Atlanta, Ga., and 
the date for occupation was set for 
December 15. Claude Bales and Mau- 
tice Womack, operators, had a shop 
in the North Side, but closed it in 
1942 to do electrical work for Goyv- 
ernment defense plants. 

The new building is located in the 
North Side on the new Roswell Road, 
and is constructed of concrete and 
brick. 

i * sd 

Announcement was made reecntly 


» of the formation of a new electrical 
, business firm, Hensley and Moore, to 


operate in Gaffney and Blacksburg, 


| S.C. Reece Hensley, of Gaffney, who 
> has had several years’ experience in 
© electrical work, and Bill Moore, of 
Blacksburg, who was connected with 


the Duke Power Company, at Blacks- 


| burg, for the past seven years, are in 
) charge. 
e 


Electric refrigerators and other ap- 


| pliances will be stocked at the Gaffney 


headquarters, and the business will 
handle contracts for installation and 
repair work. 

oe % a 

Elwood Collins, of Cape Charles, 
Va., has been named by Howard S. 
Kilmon, Westinghouse distributor, as 
dealer for Westinghouse products in 
Cape Charles and that vicinity. 

* * 

The Ozark Plumbing and Electric 
Company, Ozark, Ark., has announced 
the opening of a showroom and shop 
to handle the complete Crane line ot 
plumbing equipment and plumbing 
supplies, and will add electrical appli- 
ances and home units as soon as pro- 
duction permits deliveries. Eldridge 
Jackson is in charge of the plumbing 


department and Gene Adams, the 
© electrical division. 


* * & 
Lee Mayeux, who was recently 


named Hotpoint dealer for Rayne, 
La., announces that work has been 
started on construction of an adequate 
showroom and display space for the 
new line of Hotpoint appliances which 
he expects to add to his stock. The 
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REGISTERED TRADE MARK, 


NON-METALLIC 


Ee eee 


HEATHED CABLE 


This new high quality, light weight, 





small diameter cable, with thermo-plas- 
tic insulated Type T conductor is ideal 
for open and concealed work. Use it in all 
buildings as permitted by local codes 
and the National Electrical Code. It is 
approved by the Underwriter’s for 60 
degree C operation. Your customers will 
like the long service this cable gives. 


PVX cable is composed of thermo- 
plastic insulated conductors protected 
by an improved crushed-paper armor 
and covered with a tough over-all braid. 
The whole 
stripped. The insulation of the conduc- 


assembly can be freely 


tors has long life, is high in dielectric 
and mechanical strength and is resistant 
to oil, acids and alkalies. Both this in- 
sulation and the over-all braid are flame 


ee a ee 


and moisture resistant. 


ADDITIONAL INFORMATION 
For further information see the near- 
est G-E Merchandise Distributor or 
write to Section W1252-16, Appliance 
and Merchandise Department, General 
Electric Company, Bridgeport, Conn. 


GENERAL {% ELECTRIC 
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TOP 
QUALITY 





Mr. Tops, the 
Paragon symbol 
of top quality. 


POULTRY HOUSE 
TIME CONTROLS 


Here are two first quality Poultry House 
Time Controls. Paragon “PS” models are 
designed for both morning and evening 
lighting, with dimming period for roosting. 
The Paragon Model 301 is designed essen- 
tially for morning lighting only. It isa heavy 
duty, industrial type time switch adaptable 
to poultry house lighting. 


Model "'PS” 
for 
Morning 
and 
Evening 
Lighting 





Model 301 
for 
Morning 
Lighting 
Only 





Sead for 
uthoritative Gulletin 


Paragon has prepared a 4-page, 2 color 
bulletin containing authoritative informa- 
tion relative to poultry house lighting con- 
trol. It summarizes the recommendations of 
leading poultry authorities and gives com- 
plete data regarding the wide range of 
Paragon poultry house time switches. Send 
for a supply to distribute among your deal- 
ers and power companies. 


PARAGON ELECTRIC COMPANY 


713 Old Colony Building °¢ Chicago 5, Illinois 








new showroom will be built adjoining 
his present structure and will be mod- 
ern in every respect. 

x * * 

The French Electric Co. was sched- 
uled to open reecntly at 106 East 
Third Street, Eureka, Kansas, with 
Don French as owner and manager 
of the new enterprise. The company 
will carry a complete line of Westing- 
house appliances, lamps, wiring sup- 
plies and other electrical equipment. 
A wiring and electrical repair depart- 
ment will be maintained. Mr. French 
was formerly with Kansas Electric 
Power Co. 

% x ~ 

The Ozark Appliance Co., which 
opened recently in Salem, Mo., wil] 
be agent for General Electric equip-. 
ment. The new business will be opes- 
ated by Jack Masters and Thomas II. 
League. 

* * 

W. E. McDaniel, of Oklahoma 
City, has opened the McDaniel Furni- 
ture and Appliance Co., store, 20 East 
Center, Fayetteville, Ark. He has 
stocked a complete line of furniture, 
available gas and electric appliances, 
but will not deal in hardware. 

* * @ 

W. W. Gardner, formerly of Mem- 
phis, Tenn., and Tupelo, has opened 
an electrical appliance store in New- 
port, Ark., under the firm name of 
the Gardner Appliance Co. 

Mr. Gardner has been in the appli- 
ance business in Memphis for the 
past 10 years and plans to operate a 
complete home and farm appliance 
business with repair and service de- 
partments. 

He has installed replacement and 
repair parts for electrical refrigerators, 
washing machines, motors, radios, 
and plumbing. 

a o a 

C. V. Faulkner, for the past eight 
years manager of the electrical depart- 
ment of the Corpus Christi Hardware 
Co., has announced his resignation 
from that company to organize a new 
firm to be known as the Electric Con- 
struction Company. 

The new company will specialize in 
commercial and industrial wiring, and 
will open a household appliance busi- 
ness in the new J. B. Garrett building 
at Elizabeth and Staples Street as 
soon as the building is completed. 

* * * 


Fred Ball has announced the re- 
opening of Ball Electric Co., Holden- 
ville, Okla. For the past two years, 
Mr. Ball has served as chief electrician 
and superintendent of utilities at the 
Alva prisoner-of-war camp. The com- 
pany will carry a complete line of 
electrical supplies, and complete elec- 


trical repair and contracting service 


will be offered. = 
ue * * 
The Brown Electric Company, elec- 
trical contractors, Fort Lauderdale, § = 


Fla., has entered the appliance-selling § 
field. W. T. Brown, the firm’s prin- J E 
cipal owner, has taken store space | 
for proper appliance merchandising, § 
and will handle the major and smai] © 
appliance lines distributed by Graybar 
Electric. 

* * & § 

The Suffolk Hotel Corporation, in | 

Suffolk, Va., has leased to Electric | 
Appliances, Inc., the store located in | Pt 
the Elliott Hotel building, it was ve 
announced recently. 

a e o 


J. Ronald O’Connell and Leslie L. | 7 








Poole have officially opened their new — ™ 

business, the Home Appliance Com- | & 

pany, in West Point, Va., and are | ba 

located on Main Street. Mr. O’Con | *! 
nell has been connected with the Vir- f 

ginia East Coast Utilities, Inc., and © ye 

Mr. Poole with The Chesapeake Cor- | ; 

poration. ih 

* * # B po 

Hoyt DeLoach, proprietor-managet | s 

of the Allen Tire Shop, of Norton, § ,,, 

Kansas, was recently appointed dealer 4. 

for General Electric appliances. Shay 
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PEACE ON EARTH.) jg), 

Ing 

This year has brought the p= COM} 


on earth the world long sought. vice, 
Now may the new year dawning date, 

usher in an era of good will. — & Subje 
May we see more of our fight of ¢ 

men return, and industry directing its |) ment 
full talents to the goods of peat lytic 
catioy 
ment 
Pacite 
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Represented by: M. L. Whitman, 313 Bow 98 draw} 
len Bidg., Atlanta 3, Ga.; W. J. Keller, cillop 
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As a step in making O. Z. products y iif 
and ow. de more available to indus- Je) 
fi; 
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of 





try in peace, O. Z. inaugurates a n¢w 
distribution policy. Watch for details 
next month. 
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Natchez Bldg., New Orleans 12, La.; F. & 
termueller, 3128 Amherst St., Dallas 5, 
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New Electrical Books 











" | Electronic Equipment 
| And Accessories 
mail [ By R. C. Walker. Published by 
ybar Chemical Publishing Co., Inc., 26 
§ Court Street, Brooklyn 2, N. Y. 
> 393 pages, illustrated. Price 
' $6.00. 

During the past few years, great 
din | progress has been made in the de- 
was | velopment of a new branch of elec- 

i trical engineering based on the elec- 

' tion theory: electronic engineering. 

ie L. | This book offers much specific infor- 
mation on the various applications of 

‘om. | ¢lectronic devices, and quotes as illus- 

are | Bative examples many uses outside 

Con. | the field of telecommunication. 

Vir. f The electron tube usually acts as 
a device in which a very small power 
serves to transfer some form of con- 
trol to other apparatus of considerable 


and | 
Cor § 


| power consumption. Consequently, 
the use of an electronic device almost 


nager ‘a alwa - > 
ton, : ys involves the application of 


lealer 


| some accessory equipment. These 
| accessories and their proper selection 
) have also been discussed with great 
) lucidity. 

Every electrical engineer and me- 
chanic who wishes to keep in touch 
with modern progress will find this 
book well worth adding to his tech- 
nical library. 


The Electrolytic Capacitor 


By Alexander M. Georgiev. Pub- 
lished by Murray Hill Books. Inc., 
232 Madison Ave., New York 16, 
N. bes pages, illustrated. 


. This book is one which brings the 
') literature of the electrolytic capacitor 
“)) tight up to the minute, and in so do- 
| 2g presents an intensely practical 
compilation of information on this de- 
7 Vice, from its inception to the present 
waing | date. It covers every phase of the 
a subject from a fundamental discussion 
ur fight) Of capacitors, through the develop- 
ing its |) Ment and manufacture of the electro- 
f peat IS lytic capacitor, to the practical appli- 
cations and the servicing of equip- 
QB ments which. utilize this type of ca- 
LASS pacitor. 
In addition to the other intensely 
ene material incorporated in this 
k there are a great many recorded 
observations and experimental data on 
electrolytic cells; approximately 80 il- 
lustrations consisting of photographs, 
drawings, photomicrographs and os- 
cillograms, 
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Everhot Rangette provides 
complete cooking facilities 
for millions who live in 
small or temporary homes, 





Everhot Roasterette 
cooks all kinds of 
casserole meals 
and dishes. 


Everhot Kook -R -Jug 
both cooks the meal 
and keeps it hot for 

hours outside 
the home, 





Everhot Rayvector Room Heater is 
readily convertible for both 
radiant and circulating heater. 









Everhot 
fan-type 
heater is a 
circulating 
unit of 
amazing 
efficiency. 


The well-known 
Everhot Roaster 
is completely 
re-designed. 

It now embodies 
features never 
before available. 





















 — ENGINEERING, up- 
to-the-minute styling plus years of 
experience in designing and manu- 
facturing electrical appliances and 
insulated electrical cooking equip- 
ment of all kinds, combine to make 
this Post-war Everhot line of out- 
standing significance to the appli- 
ance trade ... Here are long estab- 
lished, fully proved, well-known 
Everhot quality and dependability 
in units of startling beauty and 
extraordinary performance. 

The SWARTZBAUGH MFG. COMPANY 


Establishedin 1884 . . . - Toledo 6, Ohio 
AUTHORIZED WHOLESALERS IN ALL MARKETS 


EVERHOT 


PRODUCTS 





ROASTERS.. HEATERS... APPLIANCES 


1945 


83 
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SWITCH TO.. 


Nafety 


That’s where Levolier Switches come in. 
In tests they have taken over 168,000 
pulls — on and off — without trouble or 
a miss. Over a lifetime of actual service. 
Levolier switches are hand assembled and 
individually tested, and listed by Under- 
writers’ Laboratories. 


Use them in Fluorescent installations, 
individual light, or F. H. motor control. 
They are made in 3 to 10 ampere capacity, 
single pole, two circuit, series multiple 
and three way pull. Ask your Electrical 
Wholesaler about Levolier Switches . . . 
Switch to Safety. 


Sevelier 


MSGILL 


MANUFACTURING CO.,INC. 
Electrical Division 


VALPARAISO INDIANA 











JNEW EQUIPMENT 
/and MATERIALS 


% CSR eC I ener ay O 


Gibson’s “Lite Line’’ 


Gibson Manufacturing Co., 132 
Tenth St., NE, Atlanta, offer several 
special features in their new “Lite 
Line” for continuous row fluorescent 
lighting. 

The units are small and compact 
which makes them convenient to 
hang anywhere. ‘They can be mount- 
ed either directly to ceiling or wall, 
hung with ring and chain suspension, 
or recessed. 





They are easily installed. Newly 
designed sliding socket racks provide 
ample room to easily make all con- 
nections by simply sliding socket for- 
ward. The channel contains holes for 
direct mounting with wood screws; 


- knockouts for #8” ring and chain 


suspension; center knockout for flush 
mounting to ceiling at receptacle; 
knockouts at each end tor continuous 
row mounting; double knockout at 
one side of channel for either cord 
and plug, or BX, and on opposite side 
of channel another double K. O. for 
switch or BX connection. 

Ali parts are readily accessible; the 
unit is complete within the channel. 
The reflector cover is finuhed in 
brilliant white enamel, which provides 
reflection factor above 90 per cent. 
Although specifically designed with 
complete features for coutinuous 
mounting, the individual unit may 
be used separately. 

There are four sizes availuble: 15, 
20, 30, and 40 watt. List price ranges 
from $5.95 each to $9.95 each. The 
units are packed six in a carton. 












Westinghouse Home Heaters 


& 
Entry of the Westinghouse Electric § 
Corporation into the field of electric § 
heating for homes, an entirely new | 
activity for the compaay aationally, | 
has been announced by H. F. Boe, § 
vice-president in charge of the District § 
Manufacturing & Repair Department i 
of the Company, Manutacturing § 
headquarters will be located at Emery- 
ville, Calif. : 
Under terms of a license granted by § 
the Wesix Electric Heater Company, § 
San Francisco, Westinghouse has ac © 
cuired the right to use the basic prin } 
ciples involved in the design, con § 
struction, and control of uzit type § 
electric heaters, according to a joint § 
announcement made by Mr. Boe and 
W. Wesley Hicks, president of the 
Wesix organization. 
































HtESCO 







Write for 48-page illustrated catales 


Southeastern Representative 
VERLYN H. BRANHAM. 
180 Interlochen Drive, N.W., Atlanta, 


J. P. LUMPKIN 
248 Tranquil Ave., Charlotte, N. © 


COPPER | 
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Volume production of a compltte 
line of newly styled models is expected 
tc get under way soon in the Westing- 
house plant at Emeryville, where a 
large area is being made ready. Stuart 
L. Forsyth, formerly of Pittsburgh, 
will head the new activity as sales 
manager for the company’s new Home 
Ileating Section. 

Models comprising the new line 
vill range from an easily portable 
}250-watt, 110-volt floor unit to four- 
kilowatt, 220-volt floor and wall mod- 
cls. All of the 220-volt units will 
have built-in automatic thermostatic 
control. 


Power Measurement Lamps 


Simple, direct measurement of the 
power output of electronic and radio 
communication equipments at fre- 
quencies up to 900 mc. are provided 
by six types of Power Measurement 
Lamps developed by Sylvania Electric 
Products, Inc., Emporium, Pa. 

Built with two identical small fila- 
iments and mounted in lock-in type 
bases, these lamps measure power 


r- 


cutputs ranging between 0.05 and 25 
watts with accuracies within 5% or 
less, depending on the type of read- 
ing taken. 

Power output measurements are 
made by connecting one filament to 
the high frequency output and the 
other to an a-c or d-c source. Voltage 
of the second filament is regulated 
until both filaments are equally bright. 
Power is determined by meter readings 
in the a-c or d-c circuit with equal 
power dissipated by the filament in 
the high frequency circuit. 

Increased accuracy may be obtained 





“A recent big job of ours called for 
the installation of 23s carloads of con- 
duit in various sizes. All of this was 
bent with a GREENLEE Hydraulic 
Bender and we saved at least 50% 
in labor hours and 10% on fittings 
and manufactured bends.”’ 

“This is typical of our several years’ 
experience with a GREENLEE,” reports 
Harry C. Korns, owner of Harry C. 
Korns Electric Co., St. Joseph, Mo. 

You, too, can speed installations 
with a GREENLEE Bender...and savings 
made on one job such as above will 


more than pay for it! 


Compact, portable, easily 


up so that one man can quic 


bend pipe up to 4%”, rigid and # 


wall conduit, tubing, bus-bars . 
right on the job! 

Whatever your bending needs, th¢ 
is a GREENLEE to do the work. 
complete information on GREEN 
Hydraulic and Hand Benders and ot 
timesaving tools get free 


Catalog 33E. Greenlee 
Tool Co., Division of Be 
€.... 


Greenlee Bros. & Co., 
1772 Columbia Avenue, 
Rockford, Illinois. 


REGISTERED TOOLS 


GREENLEE 


OTHER GREENLEE TIMESAVING 


Hand Benders’ Joist Borers . 


TOOLS FOR ELECTRICAL WO 
Cable Pullers «+ 


Knockout Tools « Pipe Pus 
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SSURES LONG, TROUBLE-FREE 
CRVICE BY ELIMINATING THE 
USE OF TROUBLE—HERE’S WHY: 


| natural water contains minerals and 
ygen in solution. When heated above 178° 
: minerals are deposited on the heating 
‘faces as lime and scale. The oxygen is 
eased and causes corrosion. 

A small-area heating surface will need to 
very hot (above "{78°) to heat a tank 
water in a reasonable length of time. 
at means liming, scaling and corrosion 
ist be expected, reducing the efficiency 
the heating surface and eventually de- 
oying the tank. 

!Jn the other hand by spreading the same 
ount of heat over a wie area no part of 
: heating surface need reach the critical 
japerature of 178°. Liming, es and 
rosion are effectively prevented. The life 
the heater will be almost unlimited. This 

|\the principle of the Clark “Lifesaver” 
ment — proved right by long years of 
vice in every type of water. 


YOUR CUSTOMERS BUY SERVICE 


u can sell almost any kind of heater you 
‘a, get today. But the customers you sell 
lay should be the boosters you will need 
en competition gets tougher, and boosters 

made by performance, not promises. 
,at is why responsible dealers examine 
,sely the service angle of every appliance 
‘y consider selling—and why more of them 
, turning to Clark for electric water heaters. 
ey know that a twenty year record of 
vved performance is itive assurance 
‘st every Clark they sell will GIVE service 
‘not DEMAND service. 


A CLARK FRANCHISE FOR YOUR 
TERRITORY MAY STILL BE 
OPEN. WRITE FOR DETAILS. 


:GRAW ELECTRIC COMPANY 
ARK WATER HEATER DIVISION 


)1 W. 65th STREET, CHICAGO 38, ILLINOIS 


CLARK 


LECTRIC WATER HEATERS 
xt TPoastmaster Product 








by reversing the filament circuits and 
averaging results. Calibration, pro- 
viding increased accuracy independent 
of filament difference may be obtained 
b; applying voltage or measuring the 
current of one filament and then ap- 
plying voltage to the other until the 
two filament brightnesses are equal. 
Power dissipated by the second fila 
ment is then calculated in terms of 
voltage or current in the first filament. 


Sperti Automatic Iron 


’ The new Sperti automatic electric 
iron is a composite design embodying 
the ideas of a thousand housewives 
recorded in an ironing clinic ‘where 
designers actually ironed before the 
critical eyes of women. 

A few of the new features embodied 
in the iron include: a positive heat 


control (Thumb-therm unit) located 


on the handle with markings for linen, 





wool, prints, silk, and rayon ironing; 
current saving with 750 volts instead 
of usual 1,000 volts—heats as well be- 
cause of aluminum sole plate; quick 
heating with even heat distribution 
from the very tip over the entire sur- 
face of the iron; fire safety unit min- 
imizes fire hazard from irons left on 
in absence of operator; and sleek hard- 
ened aloy ironing surface. 

A comfortable open handle provides 
ample finger room. The swing-free 
cord arm built into the open handle 
eliminates the usual cumbersome cord 
and permits the iron to be guided 
freely in any direction. The open 
handle permits the cord to be wrapped 
with iron for storage. The Sperti 
automatic iron operates on 105-125 
volts a-c. 


Electric Roaster-Ovens 


Again available after approximately 
three years’ absence from dealers’ 
shelves, the de luxe model RD-414 
Roaster-Oven is announced by the 
Westinghouse Electric Corporation. 

Designed to perform all types of 
cooking operations for domestic pur- 
poses, the roaster is 234% inches long, 
15% inches wide, 129/16 inches 
high, and has a capacity of 18 quarts. 
Outer surface is white enamel, baked 
on. Inner surface, or cooking well. is 
gray porcelain enamel. The lid, made 





of 18-ga. (040) polished aluminum, 
has a “look-in” glass panel, removable 
for cleaning. A Time-Temp enamel 
steel shelf which slides from the base 
of the roaster lists all cooking times 
and temperatures. 

The roaster is equipped with heat- 
proof glass dishes, including a 2%- 
quart uncovered meat dish, and two 
2-quart covered vegetable dishes. Broil- 
er-grid, electric timer and roaster cabi- 
net, which will not be available for a 
few weeks, are optional. 

The 1320-watt heating element 
heats sides and bottom rapidly. Effi- 
cient, light-weight insulation is pro- 
vided by layers of Fiberglas 3 inches 
thick around sides, 4 inches thick on 
bottom. The bi-metal “True-Temp” 
control will not cause radio interfer- 
ence. The roaster is covered by a one- 
year guarantee, and is listed by Under- 
writers’ Laboratories. 
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* WASHER LUGS * 


A SIZE and TYPE for every need! 


NO SPECIAL TOOL REQUIRED 


KRUEGER & HuUDEPOHL 


Solderless Terminal Lugs and 


VINE AT THIRD—ES * CINCINNATI 2 
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MERA ALES 


Further information on the roaster- 
oven may be secured from the Electric 
Appliance Division, Westinghouse 
Electric Corp., Mansfield, Ohio. 


Premier Vacuum Cleaner 


Featuring the exclusive Duo-Matic 
nozzle which requires no adjustment 
except for extra-thick rugs—and then 
only a slight turn of the Duo-Matic 
adjuster is needed for efficient opera- 
tion—is Premier’s model 2] vacuum 
cleaner. 

The Premier model 21 has a power- 
ful 2-speed, ball-bearing motor provid- 
ing high speed for thorough cleaning 


r 








and low speed for throw rugs and 
“brush up” cleaning. The combined 
action of its powerful suction and re- 
volving motor-driven brush vibrates 
the ng and cleans it thoroughly on a 
cushion of air. 

It is finished in a durable black 
crinkle and polished aluminum, and is 
equipped with a dirt-finding Search- 
lite. Premier Division, Electric Vac- 
uum Cleaner Co., Inc., 1734 Ivan- 
hoe Road, Cleveland 10, Ohio. 


New Low Brightness Lamp 


G. E. Lamp Department at Nela 
Park has just announced availability of 
a new low brightness 40-watt 4500- 
white fluorescent lamp in the 100-watt 
lamp size. It is designed to provide 
good quality illumination without 
need for same amount of accessory 
shielding as is required for standard 
fluorescent lamps. 

Giving relatively low brightness, re- 
duction in shielding can now be ac 
complished without an appreciable or 
corresponding increase in glare. A 
Starting stripe, running lengthwise 
along the tube of the new lamp, fa- 
cilitates starting. The lamp is suitable 
for use under any conditions of hu- 
midity normally encountered. 

The 4500-white color, Nela engineers 





















E-M-T-UP THE QUICK WA 
i Two Squeezes and its Se 


TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fittings 
do away with the twisting, turning and 
tightening of nuts and save you valuable 
time and materials. Then too, they are 
stronger, neater and much easier to work 
with in tight places. Start using B-M 
Fittings today, Have more satisfied cus- 
tomers—more profits from each job! 

(All B-M Fittings carry the Underwriters 

Seal of Approval) 


Prompt Deliveries on Properly Rated Orders 
(BM) 


/ BRIEGEL METHOD TOOL CO. - Galva, Ill. 
DEPEND ON=-—INSIST ON 

















OISTRIBUTED BY 


The M. ff. Austin Co., Chioago, Il, 
Clayton Mark & Co., Evanston, Ill. 
Clifton Conduit Co., Jersey Cy., N. J. 
Gen, Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn, 
National Enameling & Mfg. he 
Pittsburgh, Pa. 

Triangle Conduit & Cable Co., 

New Brunswick, N. J. 
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P.R.MALLORY & CO..Inc. 
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Capacitors 


Mallory Type “P" Capacitor 

tic case overcomes moisture abso 
tion problems, and provides max’ 
mum insulation. May be used t 
replace cardboard insulated alu 
num-case capacitors. Splasn-proo 
plastic end cap and simplifie 
“snap on" mounting bracket avai: 
able when capacitor is used as o 
ginal equipment. 













































Distributed by 
INSULATION AND WIRES INCORPORATED 
SAINT LOUIS 3 MISSOURI 
DETROIT 2, MICH ATLANTA 3 A 
BLUEFIELD, W. VA NEW RK ?N Y 
H. A. HOLDEN, INC. 
MINNEAPOLIS 3, MINN 
JOHNSON COMPANY 


PEORIA 5, tlh 


TRI-STATE SUPPLY CORPORATION 


LOS ANGELES 13, CAL « SAN FRANCISCO 7, CAL « SEATTLE 4, WASH 







BOSTON 20, MASS 

HOUSTON 2, TEX 

SITTLER COMPANY 
CHICAGO 7, ILL 


w. Cc. 
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STA-KON 
| Terminal 
KIT 





NEW 


A compact utility Kit complete 

with 250 Sta-Kon* Pressure 
(Solderless) Terminals** and a 
SIMPLE T&B Staking Tool. 
Ideal for every one who hooks 
' up, repairs and maintains small 
wires #22 to #10 inclusive. All 


packed in a sturdy box to slide 


in your pocket. 


Installing Sta-Kon Terminals is 
as easy as shaking hands. Safe 
to use. Solderless. Sta-Kon Ter- 
' minals make perfect electrical 
, and mechanical connections. Ap- 
proved by Government and 


' Underwriters Laboratories. 


Get one of these inexpen- 
\| sive, handy outfits from 
your nearby Electrical 
Wholesaler. T&B Whole- 
salers are our sole dis- 
)| tributors. 





a The Thomas & Betts Co., 
" Incorporated 
Room 423 
Citizens & Southern Bldg. 
‘ Atlanta 3, Ga. 
} 
ihe Thomas & Betts Co., 
Incorporated 
{ P.O. Box 2372 
fharlotte, North Carolina 


The Thomas & Betts Co, 
Incorporated 
518 Masonic Temple Bldg. 
New Orleans 12, La. 


‘Trade Mark Reg. U. S. Pat. Off 
“Patented 


i: 


THE THOMAS & BETTS CO. 


INCORPORATED 
manufacturers of electrical fittings since 1898 
ELIZABETH, 1, NEW JERSEY 
Cc r 4 T+ 2 Betts td M yor 














point out, is one most acceptable and 
useful in such applications as store, 
auto showroom, office and drafting 
room lighting. For most uses, longi- 
tudinal shielding only will be needed. 

By making the new 40-watt lamp in 
a bulb normally used for the 100-watt 
lamp, a new source of relatively low 
brightness—or slightly more than onc- 
half ‘the brightness of the standard 
G-E 40-watt, 48”, T-12 white fluores- 
cent lamp—has been made possible. 

Technical data pertaining to the 
new F-lamp: instant starting; mogul 
bi-pin base; shorted base pins; stand- 
ard mogul bi-pin lampholders, as 
used with the G-E 100-watt T-17 
bulb, can be employed; regular instant 
starting ballast designed for 40-watt 
lamps is applicable; regular preheat 49- 
watt ballast can be employed with the 
new SS-400 “Jack Rabbit”  split- 
second starter when available; rated 
initial lumens of approximately 2000; 
and list price of $2.15 (plus tax). 


Disinfectaire Brochure 


An authoritative new brochure on 
the principles of electronic air disin- 
fection is ready for release by the Art 
Metal Company, makers of Disinfect- 
aire ultraviolet germicidal equipment. 
Crammed with non-technical infor- 
mation on germicidal ultraviolet and 
the nature of air-borne bacteria, the 
new book provides the installation 
data needed for both health and prod- 
uct application. 

Documented by 48 long-term re- 
searches by the best known scientists 
in the germicidal field, the Disin- 
fectaire book is of especial interest to 
men who install and service protective 
ultraviolet in office and public build- 
ings, stores, schools, theatres, and fac- 
tories, as well as home and farm 
markets. 


Chromalox Immersion Heater 


A new Chromalox electric immer- 
sion heater has been designed for 
heating greases, solid oil and other 
compounds supplied in 55 gallon 
drums or similar containers. 

Uniform heating of material is se- 
cured by placing the heater in the 
drum and allowing it to melt its way 
to the bottom. An adjustable ther- 
mostat limits the operating ‘empera- 
tures if the heater is allowed to oper- 
ate unattended. 

The heater is of rugged construc- 
tion, using a large circular heating 
element. Steel risers allow all elec- 
trical connections to terminate in a 
standard conduit box for convenience 
cf wiring. An eyebolt at the top of 
the assembly permits easy handling. 




















The weight of the heater allows 
it to settle rapidly in the drum. The 
large heated area provides uniform 
heating and eliminates cold regions. 

Known as Type DH, tkis new 
Chromalox electric immersion heater 
is available for 115 or 230 voit, single- 
phase current in ratings up to 5000 
watts. 

Additional information may be 
secured by writing to the manufac- 
turer—Edwin L. Wiegand Cumpany, 
7600 Thomas Blvd., Pittsburgli, 8, Pa. 
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SECO 


than ever 


Its simplicity of 
design permits 
easier installa- 
tion in Walls, At- 
tics, or Pent- 
houses. 

SECO Fans de- 
liver a maximum 
volume of air at 
slow speed, with 
extreme quiet- 
ness. 


.. tdeal for 
ATTICS 
SCHOOLS 
CHURCHES 
and for 
Industrial 
Installations 





BELT DRIVEN 


COOLING FANS 





AVAILABLE SIZES 
24”, 30”, 36”, 42”, 48”. 
(3800 to 18,500 C.F.M.) 


Write for ilustrated Bulle- 
tin, Specifications & Prices. 


Contact your nearest Distributor or write 


SECO-LITE MANUFACTURING CO. 


4916 EASTON AVE. a 


ST. LOUIS 13, MO. 








FOR 


MOTORS 


FANS 





Century 
Cutler-Hammer 
Delco 

Diehl 

Duro 

Emerson 


READING ELECTRIC COMPANY, INC. 


Parts Distributors for the Manufacturer 


200 William St. Barclay 7-6616 New York 8, N. Y. 


X. 


CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 
AUTHORIZED PARTS DISTRIBUTORS 


Brown-Brockmeyer General Electric Master 
Hamilton-Beach Peerless 


Holtzer-Cabot 
Howell 
Hunter 

Ig 

Leland 
Marathon 


rP ARTS 


Robbins & Myers 
Star 

Thor 

Wagner 
Westinghouse 
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FOR DEALERS 
WITH FARM TRADE 




















| ee pound of butter that is made in the rural 
area around your store is a golden opportunity 
for you to cash in on the new demand for ELECTRIC 
CHURNS. Tennessee Valley’s TOP-LINE ELECTRIC 
CHURN, with the rust-proof agitator and shaft and 
the easy-to-clean glass jar that allows easy visibility 
during butter making—will make the farmer's life 
much easier andthe farmer's wife much happier by 









making their butter production easier. Cash in on 
this GOLDEN OPPORTUNITY today! Write for cata- 
log sheets on Tennessee Valley's #740G Electric 
Churn. This TOP-LINE seller is available now! 
















TOP (LINE 


TOYS APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENN. 





















‘\t for all types of 











It’s Easy to pick the 
. right CABLE TAP — 


© from the Complete line 
| You’ll find the widest variety of 
| parallel and 90° taps, combina- 
|; tions, and gutter taps—in a 
| tange of sizes up to 1,000,000 
| em, Insulating Bakelite covers 
can be furnished for all types. 


Single 90° Tap from 
main conductor. 















Combination Tap, one branch 
! parallel to main, one at 90°. 


jt 
\t 


! 
' 2-Way 
Gutter Tap. 







' Bakelite Covers 
can be furnished 


- Penn-Union cable 
taps. 


a. | 3-Way?; contin- 
uous main and 
two separate 
branches. 


{ 
{ 
| Also a complete line of Service Con- 
1 tors, Terminals, Tees, Straight 
', and Parallel Connectors, Grounding 

Connectors, etc.—every goud type of 
(| eonductor fitting. And every one is 
‘| @ccurately made, thoroughly tested 


L. MORRIS LANDERS 

Walton Bidg. ATLANTA, GA. 
ALTER J. HUEMMER 
— Transfer & Terminal 

' Warehouse Bidg. Dallas. Tex. 

! PENN-UNION ELECTRIC 

| CORPORATION 

| Erie, Pa. 


| PENN- 
UNION 


Conductor Fittings 





} 
{ 815 














Luminous Switch Shield 


Orinoco, Originators, Inc., National 
Outlet Co., of Chicago, announces 
that they now have a patented lumin- 
ous plastic switch plate shield avail- 
able for delivery to the trade. This 
luminous shield will fit over any 
standard toggle or push button plate 
and when exposed to any normal light 
during the day will glow all night. 


AmerTram Ballasts 


The American Transformer Com- 
pany has just released a four-page 
folder describing AmerTran_ ballasts 
for fluorescent lighting and germicidal 
lamps. Included is a price list showing 
the various types, sizes and ratings. 
Also listed are power factors, circuit 
voltages, shipping information, list 
prices and other pertinent data. The 
title of this folder is Bulletin 611-01. 


Utility Men Survey 
The Job Ahead 
(Continued from page 45) 


the lure of the big dams. Others who 
not only are backing but who originat- 
ed the central ideas behind the 
proposals are zealots who favor the 
welding of economic and _ political 
power in the creation of a super state 
subject to the whims of dictators sit- 
ting on governmental boards. Such 
men would be given control over vast 
trust funds, not appropriated by the 
people and not subject to control by 
the people’s representatives. They 
would be left free to take incursions 
iuto uncharted fields which would 
prove dangerous to our present consti- 
tutional form of government and to 
all free enterprise. 

S. I. Me Elhoes, chairman of the 
Electric Light & Power Division of 
ihe association was program chairman 
and had general charge of the meet- 
ing. W. R. Wolfe, retiring chair- 
man of the Eastern District and L. A. 
Wiedmam, retiring chairman of the 
Western district, took turns in pre- 
siding over the sessions. M. M. 
Schene and Ray L. Rice, retiring sec- 
retaries of the Eastern and Western 
districts, respectively, functioned at 
the meeting. During the closing ses- 
sion, the following new district offi- 
cers were elected: Ray L. Rice, Dun- 
can, chairman, and J. K. Moore, Guth- 
ri¢é, secretary, for the Western Dis- 
tuict; M. M. Schene, McAlester, 
chairman, and B. J. Brahney, Sapulpa, 
secretary, for the Eastern District. 

Since there had been no district 
meetings since 1941, the retiring of- 
ficers had served for approximately 
four years. 

Registration reached nearly 200, 
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Miss Kate A. Niblack, secretary of 
O. U. A., reported. Executives and 
employees of light and power compan- 
ies operating in Oklahoma and adja- 
cent states and representatives of 
manufacturers, distributors and deal- 
ers in electrical equipment and ap 
pliances were among those in attend- 
ance. 
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BRUSH KITS 
of all descriptions 
CARBON BRUSHES 
of all descriptions 


HELWIG COMPANY) 


2544 N. 30TH ST. MILWAUKEE 10, WiS.|/ 


Southern Offices 
323 Northwest Second St. 
Oklahoma City 2, Oklahoma 
Telephone: 2-6881 
3000 Block McKinney, Houston 3, Texas 
Telephone: Preston 1610 
1913 Washington Ave., St. Louis, Mo. 
Telephone: Chestnut 6510 


Oba Lox 


LEAD AND ALUMINUM PAINT ' 


Spot or Full Coat 
for 
Galvanized Structures. 
It sticks, it blends. 


Cibo inc 


NORTH ARLINGTON, N. J 
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TOOLS: Visegrips, CeeTee, Waterpump, 
dl diag 1 cutter pliers, crescent 
wrench, pipewrench, plastic screwdriver 
clawhammer, hacksaw & 14 pe. socket set 
7/16 to 1” including Universal joint & flex 
handle. Complete 25 pe. guaranteed tool kit 
only $49.85. I diate ship t! Catalogue 
& price list free! Order now! Universal T 
Co., 1527 Grand, ES-12, Kansas City, Me 
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AN EVEN GREATER 
SERVICE to the SOUTH 


Marked by the new expan- 
sion of one of the South’s 
most progressive electrical 
sales agents... 


ERNEST T. LOYD 


ATLANTA, GA. 


Sales Agent for 
“The Complete Killark Line” 


KILLARK ELECTRIC MFG. CO. 
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Wind-0-Vent EXHAUST FANS 


Portable — Quiet — Dependable — Safe 


The Wind-O-Vent Exhaust 
Fan is built in four sizes with 
resilient mouraczd quiet-run- 
ning, heavy duty motors. Full 
directions for mounting come 
with each fan. 


This fan is of universal 
application either as an ex- 
haust fan for commercial use 
or as a window fan. 


WOV-30 (Typical) 
Rear View 


CERTIFIED 
RATINGS 


TEST STATEMENT—Each Reed 
Unit Fan bears a certified rating 
= ef the Propeller Fan Man- 

afacturers Association. This la- 
bel certifies that the fan has 





ety of 
ety of Heating and Ventilating Front View 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., New Orleans 8, La 
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SIGNAL ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 


Zo Ase Nine). Vile 


“ 


ELECTRIC 
“WATER HEATERS 


HIGHEST in Sales... 


Lowest 


in OPERATING cost 


Today's modern kitchen, 
bathroom and laundry de- 
pend upon an unlimited 
supply of hot water. 


The SEPCO electric water 
heater is the best way to 
fill this need for plenty of 
hot water — for every 
member of the family. 


ATTRACTIVE - MODERN 
ECONOMICAL 
DEPENDABLE & SAFE 


1915 - Time Tested - 1945 } 


AUTOMATIC ELECTRIC HEATER CO. INC 


POTTSTOWN, PENNA. 








Congratulations 
to Ernest T. Loyd 





To better serve the electrical jobbers of the 
Southeast, Ernest T. Loyd announces the com- 
pletion of his new office and warehouse located 
at 69 Mills St., Atlanta, Ga. A manufacturers’ 
agent for the past 16 years, Ernest Loyd has al- 
ways endeavored to increase his efficiency and 
service to the electrical industry — this new 
building is just another means to this end. 
When material is again available Ernest Loyd 
will warehouse our complete stock. 


‘Overbagh & Ayres Mfg. Co. 


| 411 S. Clinton St. Chicago, Ill. 








nesh-r¢er MAKER’ 


“THE 


= fully the comfort 
and ventilation so essential 
in army barracks, mess halls, 
hospitals, headquarters, 
theaters and other military 
buildings. Its fine design and 
sound construction meet the 
specifications drawn for 
army fans and it is particu- 
larly adaptable to the various types of installations 
found in army buildings. 


HY-DUTY BLOWERS 


Single Inlet-—Double inlet. 400 
CFM to 12,500 CFM. 

Single Inlet Blower illus- 
trated at left is particularly 
adapted for ventilation of 
mess halls in military estab- 
lishments. 

















VENTILATING DIVISION 
SCHWITZER-CUMMINS COMPANY 


1125 MASSACHUSETTS AVE. + INDIANAPOLIS 7, U.S.A 








Peder MOVERTISERS, 





The Advertiser's Indez is published as a and not as @ 
part of the advertising contract. Every care a be taken to indea 
correctly. No allowance will be made. for errors or failure to insert. 
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Adam Electric Co., Frank..__---2 
Advance Transformer Co...-..... * 
All-Steel Equip. Co., Inc 
Aluminum Co. of America 
American Coolair Corp 
Anaconda Wire & Cable Co., Inc.- 
Automatic Electric Heater 

ig. Siac eccmntncnqantiaiatinictntonnas 


Bendix Home Appliances, Inc... * 
Briegel Method Tool Co. 87 
Bryant Electric Co 

Bull Dog Elec. Products Co. 

Burndy Engineering Co., Ine 


Cc 


Chelsea Products, Inc. 

Clark Water Heater Division-.-.86 
Collyer Insulated Wire C 
Commercial Credit Co 

Curtis Lighting, Inc 


D 


Diamond Wire & Cable Co.__- ---78 
Dolph Co., John C 


E 


Edison General Electric 
Appliance Co 
Efficiency Elec. & Mfg. Co 
= Vacuum Cleaner 
0., 
Electr 


= 


Faries Mfg. Co 
— Electric Products 
0., 


G 


Gedney Electric Co. 
General Cable Corp.-.-- 
General Electric Co. 

(Electronics) 

General Electric Co. 

(Sheathed Cable) - -- 
General Electric Co. 

(Heating Devices) ~__- 
General Electric Co. 

(Home Laundry) - 
General Electric Co. 

(Lamps) 

General Electric Co. 

(Ranges 
General Electric Co. 

(Refrigerators) 

General Electric Co. 

(Wiring Devices) ~...Back 
General Luminescent Corp 
Gibson Mfg. Co 
Graybar Electric Co 
gas 85 
Gruber Brothers................. * 


H 


Hazard Insulated Wire Works__-- 1 
Helwig Company 90 
Hill-Shaw Company 
Hotel Lennox 
Hotel Mayfair. 
Hubbard & Company. 
Hunter Fan & Ventilating 
Co., I Front Cover 


Ideal Commutator Dresser Co... * 
Iisco Copper Tube & Products 
— 


73 and 87 
International Appliance Corp.__-_10 
Irvington Varnish & Insulator 

Co. 
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Johns-Manville 
Johnson Fan & Blower Corp 








Co., Ine e 
a ea & Wires, 
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Kearney Corp., James R 
Kelvinator Divisiion 
Killark Electric Mfg. Co 
Krueger & Hudepohl 
Kwikon Company 


L 


Landers, Frary & Clark 
Lloyd Products Co. 


M 


M. & W. Electric Mfg. Co. 
McCabe Powers Auto Body Co. “4 
McGill Mfg. Co. 84 
McGraw Electric Co. 

Mitchell Mfg. Co 
Monarch Fuse Co., Ltd... ._.-.... ® 


N 


National Electric Products Corp..1 


oO f 
Okonite Corp 

Overbagh & "Ayers Mfg. Co. et 
O. Z. Electrical Mfg. Co... ___-- 


P 


Paragon Electric Co. 

Paulding, Inc., John L 
Penn-Union Electric Corp 
Premier Division 

Proctor Electric Co., Division--_.76 


R 


Reading Electric Co., Inc._..__...89 
Reed Unit-Fans, I H y 
Rittenhouse Co., Inc., A. E. 
Roller-Smith ~-48 and 4 
Royal Electric Co. 


S 


Samson United Corp 
Sangamo Electric Co. 
Schwitzer-Cummins Co. 
Seco-Lite Mfg. Co. 
Signal Electric Mfg. Co. 
Square D Co 
Stitcht Co., Inc., Herman H 
i Se 90 
Swartzbaugh Mfg. Co. 
Sylvania Electric Products, 

Inside Front Covet § ¥ 











Tennessee Valley Associated 
Marketers 

Thomas & Betts Co., Inc 

Trible’s 

Trilmont Products Co 

Tuttle & Kift, Inc 


U 


United States Rubber Co., Ine. 
(Tape Division) ............<<<4 

United States Rubber Co., Inc. 
(Wire Division) ~..-...-~----- 5 

Universal Tool Co 90 


W 


Wakefield Brass Co., F. W.------ 
Walker Brothers 
Walker Electrical Co. 
Ward Leonard Electric Co 
Westinghouse Electric Corp. 
(ABI Breakers, Panelboards, 
Bus Duct) Inside Back Cover” 
Westinghouse Electric Corp. 
(Appliances) 
Westinghouse Electric Corp. 
(Controls & Integral Motors) -- * 
Westinghouse Electric o- 
(Lamps) 4 and Ce 
Weston "Blectrical Scaecieen 
Cor 
White Pr yang” Corp._- 
Wiegand Co., Edwin L. 
Wiremold Co 


Y 


Youngstown Sheet & Tube Co..-14 
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